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again prevails 
throughout the na- 
tion. The Leader of 
the greatest New Deal 
ever given unto man 
is being honored. Young and old, 
rich and poor are joining the cele- 
bration which conditions indicate 
should be the biggest and best in 
several years. Let’s all go the 
limit — spreading cheer among 
our families and friends and giv- 
ing until it hurts so that no less 
fortunate persons will be forgot- 
ten. Let’s fill up with Christmas 
spirit so that it will carry on into 
and through the New Year. 
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fo Our Many Friends 
We Wish a Merry Christmas 
and a Happy and Prosperous 
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TO THE POULTRY OWNER WHOSE NAME APPEARS ABOVE! 


This interesting booklet—one of 
the most effective pieces of feed 
advertising ever printed—is being 
sent toall poultry feed users in each 
Gold Medal dealer’s territory. Itis 
part of a big campaign which Gold 
Medal has designed to help Gold 
Medal dealers everywhere sell 
more Gold Medal ‘“Farm-tested’’ 
Egg Mash. 


sell 


more 


GOLD MEDAL EGG MASH 


If you are not now a Gold Medal 
dealer you should investigate this 
worthwhile franchise. Write for 
details. There may be an opening 
in your vicinity. If so, don’t miss 
the opportunity to line up with a 
real product backed up by real sales 
and advertising help. 


WASHBURN CROSBY COMPANY, 


General Mills, Incorporated 


MINNEAPOLIS KANSAS CITY 
MepatFeeps 
“"Farm-tested” why not now? 
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Look Inside --You May Be One of Thousands Confused by “Recommended” Formulas 
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Spontaneous [gnition 


Occurs from Improper Storage of: 


BREWERS GRAINS 

© DISTILLERS GRAINS 
® MIXED DAIRY FEEDS 
® CORN GLUTEN 

HAY 


A feed mill in Ohio just burned from spon- 
taneous ignition of brewers grains. The fire 
department was standing by while attempt 
was being made to move the grain, but the 
fire got beyond control. 


ASK YOUR INSURANCE OFFICE FOR 
INSTRUCTIONS ON STORAGE 
AND HANDLING. 


ASSOCIATION OF 


MILL & ELEVATOR MUTUAL 
INSURANCE COMPANIES 


230 E. Ohio St., Chicago, Illinois 


Shipped direct from our nearest 
mill point to you. 


Baled Shavings 


will be in big demand 
this fall and winter. 


Write for our delivered prices today. 
@ 


FRANK MILLER & SONS 


“The Sawdust Millers’’ 


2240 W. 58thSt. :-: CHICAGO, ILL. 


100 POUNDS NST 


Heavy 


Sweetened 


Buffalo 


is made of regular 
Buffalo Corn Gluten 
Feed plus Corn Sugar 
Molasses. It is highly 
palatable and rich in digestible carbo- 
hydrates. A great energy-producing feed 
and a good milk producer, too. Heavy 
Sweetened Buffalo is an ideal ingredient 
for sweet dairy rations. 


NOW PRICED UNDER REGULAR BUFFALO 
CORN GLUTEN FEED 


Can be shipped in straight cars or in mixed cars with 
regular Buffalo Corn Gluten Feed or Diamond Corn 
Gluten Meal. Ask our salesman or write: 


Corn Products Sales Co. 
17 Battery Place New York City 


20% Protein 


Vitality Feeds 


COMPLETE 
LINE OF 


FINEST QUALITY 


FEEDS 


*. Made Right -- Priced Right .° 


If not sold in your town write for 
our agency proposition. 


YWsitality Milla 


BOARD OF TRADE BLDG. 
CHICAGO 
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Peace on earth— 
good will to men” 


OUR WISH FOR EACH ONE 
OF OUR FRIENDS IS A 2 
SINCERE ONE THAT THIS 
MONTH WITH ITS HOLIDAY 
TIME MAY BE THE BEST Ze 
DECEMBER EVER — IN 
EVERY WAY —FOR YOU 
AND YOURS. 


Happy Days! 


ARCADY FARMS MILLING Co. 
223 W. JACKSON BLVD. .. .. 
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CHICAGO, ILLINOIS 
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MILWAUKEE, WISCONSIN 


DAVID K. STEENBERGH, Managing Editor 


Volume Ten 


December, 1934 


Number Twelve 


Eastern Federation Milk Price Drive 
Taking Effect on Public 


Milk Producers Getting Organized 


objective of increasing purchasing 

power of dairy farm customers of 

its large membership, the Eastern 
Federation of Feed Merchants is waging 
a determined campaign on the milk 
situation in New York state. 

With dairymen in many sections of 
the state receiving not to exceed two 
cents per quart for the milk that re- 
tails in consuming centers at from 11 
cents to 14 cents per quart the dairy 
interests and any and all allies they can 
gather have a real issue before them. 
As the regiments are being marsha!led 
into service in the campaign to correct 
this situation, the Eastern Federation 
first to respond to the necessity of 
better milk prices for producers and 
lower prices for consumers, is working 
energetically on this vital issue to its 
members. 


Heavy Balance on Books 


The retail feed merchants of the Em- 
pire state are carrying approximately 
$30,000,000 of credit for the state’s dairy 
farmers. In fact, it is the contention 
of the executives of the federation that 
the retail feed merchants with their heavy 
extensions of credit have done far more 
in helping to carry the agricultural in- 
terests of the East over the economic 
stress than have all governmental loan 
agencies. This credit has been willing- 
ly given in this emergency and in men- 
tioning it no spirit of boasting is in- 
tended. The simple but important state- 
ment of fact is advanced that credit may 
be given where credit is due for the 
help feed purchasers have received from 
dealers. 


In making a careful study of the milk 
situation Austin W. Carpenter, public 
relations director of the federation, has 
come to the conclusion that the present 
troublesome milk price picture both for 
producers and consumers results from 
the monopolistic control which a few 
of the large milk companies in the state 
have upon the business of milk distri- 
bution. This monopoly, in the opinion 
of Mr. Carpenter, has been made effec- 
tive with the help of favorable legisla- 
tion that has been supported by both 
republicans and democrats. 


In speaking of the situation Mr. Car- 
penter recently told a group of dairy- 
men of Chautauqua county whom it 
was his privilege to address that the 


G shite down to the practical 


ESIDENTS of Jamestown, N. Y., are all out of sorts with the present 
milk set-up in that section and the indignation grows every week as 
Austin W. Carpenter, East Randolph, N. Y., public relations director 

for the Eastern Federation of Feed Merchants, broadcasts a 15 minute talk 
over WOCL, local broadcasting station, every Tuesday evening outlining 
facts touching upon the local distribution of milk. These talks come over 
the air through the sponsorship of the Milk Producers and Consumers 
league, a new organization composed of representative business men, mer- 
chants, and milk consumers of the city and the producers of closely ad- 
jacent territory. Back of this movement is the effort of those sponsoring 
the program to give the milk producers in the Jamestown milk shed a 
better price for their milk while the consumers will have to pay less. 
the Jamestown market is taken care of by nearby producers the spread 
now existing between the retail price and that paid producers can be cut 
with benefits to each group. Realizing what it means to the business 
interests of the city to step up the purchasing power of its nearby dairy 
farmers, while at the same time prices to consumers are lowered, the rank 
and file of business men are getting squarely behind the movement. In 
addition to his radio talks Mr. Carpenter has addressed a number of civic, 
political and fraternal clubs of the city on the milk subject. 


If 


state of New York has three laws co- 
operating most efficiently to embarrass 
the dairy industry and to confuse and 
defeat the dairy farmer. The first is 
the cooperative law which exempts the 
Dairymen’s league, because it is a 
farmers cooperative organization, from 
adhering to the rules and regulations 
imposed upon other milk distributors in 
the state; second, nonsensical health 
laws and regulations relative to milk, 
many of which are duplications and 
useless; and third and most vicious of 
all is the new milk control law, which 
dictates to the milk producers methods 
for marketing their product. + 

In an effort to develop a public con- 
sciousness on the milk situation that will 
result in the correction of many of the 
abuses that now exist the federation is 
actively at work in many sections of 
the state bringing the facts of the situa- 
tion to the attention of both producers 
and consumers. 

It has pledged its active support to 
the federal trade commission in its in- 
vestigation of the milk situation. It is 
gathering facts to present to the com- 
mnission and doing it in a thorough way. 

It is actively approaching state legis- 
lators with facts relative to the present 
unfair and  unequitable milk price 
spreads, with a view to gaining support 
for relief measures at the coming ses- 
sion of the legislature. 
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It is getting close to the hearts of 
consumers in cities with the true pic- 
ture of the milk situation. Not in years 
have consumers been so awakened on 
the injustice of the prices paid pro- 
ducers as they are right now and to 
the federation must go the credit for 
this fortunate sentiment. 

The public relations director of the 
federation has addressed large numbers 
ot civic clubs and organizations in 
cities with the resulting development of 
pressure from such consumers upon 
legislators, city officials, chambers of 
commerce and similar bodies, that are 
very favorable for the dairy interests. 
Two big objectives are being realized. 
The public is becoming thoroughly edu- 
cated upon the milk situation and over- 
whelmingly the cross section of public 
opinion is for increased milk prices to 
producers, that is, the consumer is in- 
sisting as never before that the pro- 
ducer get a larger share of the price 
he pays for milk. 

Milk Producers Organizing 

The independent milk producers 
within the state of New York, number- 
ing as they do into a great army, are 
making a diligent effort to develop an 
organization in which their interests can 
be merged and a united front presented 
in fighting for their rights. The fed- 
eration is supporting this effort towards 
organization and will continue to as- 
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sist this movement in every way pos- 
sible. 

Sensing the fine work the federation 
is accomplishing on the milk. issue, re- 
tail feed merchants are responding with 
memberships with renewed enthusiasm 
and the federation is sure to go into 
the new year with the largest and most 
enthusiastic membership it has ever 
developed. 


WHEAT CROP SMALLER 

The world wheat crop this year is 
approximately 300,000,000 bushels less 
than last, according to the United States 
department of agriculture. Latest es- 
timates, outside of Russia and China, 
set the figures at 3,330,000,000 to 3,375,- 
000,000 bushels for 1934 as compared 
to 3,718,000,000 for 1933. 


Feed Control 


Officials Elect 


W. B. Griem, President 


B. GRIEM, Madison, Wis., 
W was elected president of the 
e Association of American Feed 
Control Officials at the an- 
nual convention held at Washington, 
D. C., during November. The necessity 
of attaining uniform feed laws through- 
cut the country was stressed by both the 
control officials and feed manufacturers 
who joined them at the meeting. Regu- 
lating of batch mixing and various feed 
definitions were also discussed. 
C. A. Coddington, Beacon Milling 
Co., Cayuga. N. Y., and president of 


HA! HAM AND 
CHOPS ! THAT'S 
WHY YOU WERE }_ 
RAISED ¢ 


WOE 1S ME! | 
QUAKER 
FEEDS MADE 
ME GROW SO 
BIG AND FAST 
THAT NOW | 
MUST LEAVE 
THE FARM 
AND GO TO 
MARKET 


SORRY TO LOSE 
YOU PAL! WE 
STAY BECAUSE 
WE GIVE PLENTY 
OF MILK ON 

QUAKER FEEDS 


QUAKER FEEDS PERFORMANCE 


FULO-PEP MAKES 
OUR HENS LAY 

BIG-SOWE & 
ON THE 


IW 


GE 


BUILDS MORE SALES 


Hens that lay better, keep in better body 


weight and have longer life; Cows that pro- 
duce more and better milk and hold up uni- 
form production; Hogs that grow faster, with 
less losses and are marketed earlier—all on 
Quaker Feeds—are the outstanding reasons 
why the Quaker Dealer’s business expands. 
The methodsof successful poultrymen, dairy - 
men and hog raisers are copied by their com- 
munity neighbors. Every successful Quaker 
Feeds user is building more sales for you in your 
community — because Quaker Feeds deliver 


satisfactory results to these users. 


Quaker Feeds are best to feed or 
to sell. They hold their preference on 
merit. They deliver satisfaction. 
They build profits for you by creat- 
ing more Quaker users. 


THE QUAKER OATS COMPANY 


Dept. 15L ... 


141 West Jackson Blvd. 


CHICAGO.U.S.A. 


INRIA 
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the American Feed Manufacturers asso- 
ciation, in his talk at the convention, 
suggested the appointment of a joint 
committee of manufacturers and contro! 
officials to work out a plan for establish- 
ing uniform feed laws. He declared 
that batch mixers should be brought 
under the same regulations as _ feed 
manufacturers and that uniform laws 
would be instrumental in bringing this 
about. He extended the cooperation of 


his association in distributing informa- 
tion and new regulations to manufac- 
turers. 

Mr. Coddington cited the increase in 
pay rolls in the industry which has re- 
sulted from the code of fair competi- 
tion 


and expressed satisfaction with 
the way which 
the code is function- 
ing. He _ suggested 
the appointment of 
a committee of tech- 
nical experts to 
work with the con- 
trol officials in solv- 
ing problems of mu- 
tual concern. 

Attention 


Was 
called to the pro- 
gress made in the 


chemicai handling of 


WwW. B. Griem agricultural product- 
in the address given 
by E. M. Bailey, New Haven, Conn., 


president of the control association. He 
said that the nation’s food supply ha- 
been increased through the reduction of 
spoilage by improved storage and re- 
frigeration methods, milk being a not- 
able example. Mr. Bailey also stressed 
the need for uniformity of feed laws 
and reviewed the past activities and 
plans of the control officials. 

Others who spoke -at the convention 
were Fred P. DeHoff, F. E. Booth Co.. 
San Francisco, who outlined methods of 
producing sardine oil and showed a 
moving picture on the subject; Sidney 
Davidson, New York, secretary of the 
National Dog Food Manufacturers as- 
sociation, who explained the code for 
that industry, and Harry D. Wilson. 
commissioner of the Louisiana depart- 
ment of agriculture and immigration. 
who told of the difficulties which result 
from the multiplicity of feed brands. 

L. E. Bopst, College Park, Md., sec- 
retary and treasurer of the control as- 
sociation, reported the organization in 
good financial standing and G. S. Fraps. 
College Station, Tex., reported for the 
committee on cooperation and reviewed 
the work done to date in attempts to 
obtain uniform feed laws. 

In addition to Mr. Griem other offi- 
cers of the association elected at the 
convention were C. E. Buchanan, To- 
peka, Kans., vice president, and Mr. 
Bopst, secretary and treasurer. G. L. 
Bidwell, Washington, D. C., and H. R. 
Kraybill, LaFayette, Ind., were re- 
elected as members of the executive 
committee. 


SOMERSET MILLING CO., Som- 
erset, Wis., is erecting a new mill, 
warehouse and office building. Feed 
grinding and mixing equipment is to be 
installed. T. R. Poirer is the manager. 
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Squier Utilizes 
Manutacturers 


Helps to 
Feed 


By Errol 


¢§ T isn’t sufficient for a dealer just 
to sell a man something. He 
must determine if the article 
the customer wishes to buy is 
the proper thing for him to use. 

“For instance, if a man wishes to buy 
a dairy feed, is it the proper feed to 
sell him? Will it do the best job of 
producing? Will it give the greatest 
return for his investment? 

“That's why I prefer to handle com- 
mercial feeds. I know that the com- 
mercial manufacturers with their 
modern, up-to-date plants can produce 
a more dependable finished product. 

Science at Command 

“One of the commercial feed manu- 
facturers from whom I have purchased 
dairy, poultry and hog feeds for nearly 
a quarter of a century operates one of 
largest privately owned research farms 
in the country. From this farm and 
its skillful attendants I am given the 
benefit of knowledge of feeding prac- 
tices and values which I as a retail 
dealer could never acquire.” 

Thus Robert K. Squier, proprietor of 
Squier & Co., Monson, Mass., sum- 
marizes the answer to the question of 
whether a feed dealer should manufac- 
ture his own feeds or devote himself en- 
tirely to the distribution of comuner- 
cial products. 

“After engaging in the feed business 
for some time I also decided to get 
into the automobile selling game. I 
hadn't been in it very long before I 
had learned a good many lessons about 
modern merchandising. I saw the tre- 
mendous part that good advertising and 
intelligent salesmanship play in the sell- 
ing of cars. I’ve learned to apply many 
of these lessons to my feed and grain 
business. 

“The automobile manufacturer gives 
his dealers much assistance in merchan- 
dising. These sales helps result in in- 
creased business for the local distribu- 
tor. When a feed manufacturer offers 
the same effective sales assistance, I 
can’t help but feel that it is good busi- 
ness for me to take advantage of it. 

Commercial Brands Only 

“Squier & Co. has never done any 
mixing or grinding of feeds. We have 
always felt that it was our job to select 
two good commercial lines of feed and 
devote ourselves to making a profit by 
selling these rather than attempting to 
play the role of manufacturer—a_busi- 
ness about which we are not well in- 
formed. 

“I believe it is of utmost importance 
to make a survey of the products of 
the various commercial feed companies. 
I think one should know the reputation 
of the company, the results its feeds 
have produced in exhaustive tests and 
whether one could offer the product to 
the trade with every assurance that it 


Increase 


Sales 
F. Cook 


will profit the man who uses it. In the 
last analysis, unless the feeder who 
purchases feeds from you makes a suc- 
cessful showing through use of them 
you cannot hope to create a_ lasting 
business. 

“It seems to me that a feed dealer 
should make the most of every bit of 
sales assistance that a manufacturer can 
give him. To illustrate my point, a 
short time ago one of the manufactur- 
ers from whom I purchase my feeds 
cooperated with me in _ holding a 
“special” week on their product. We 
made a pile of dairy feed in the middle 
of the store. I purchased a set of 
dishes which I agreed to award to the 
customer who estimated most nearly 
the correct weight of the pile of feed. 
It was a clever advertising stunt and 
needless to say attracted a great deal 
of attention and comment. 

Good Display Important 

“An automobile show room is always 
attractive with the latest model car 
conspicuously displayed. Why not, 
then, have an attractive display of feeds 
neatly arranged against a colorful back- 
ground of posters in the feed store? 
No. intelligent automobile salesman 
would attempt to convince a prospect 
without enumerating the salient features 
embodied in his machine. Isn’t it fully 
as important to tell your prospects 
how a feed is made and what it will 
do? 

“In short, an automobile dealer would 
choose the line of cars whose manufac- 
turer gives him the greatest sales as- 
sistance. It is natural to expect that 
a feed dealer would see the logic in 
following the same course of action. 
Being a dealer in both automobiles and 
feeds I feel I am qualified to express 
an opinion on this.” 

Firm 60 Years Old 

Squier & Co. was founded in 1874 
by Arba Squier as a lumber business. 
Under his active leadership this busi- 
ness prospered and in 1885 he took his 
son, Wesley A. Squier, who had been 
serving the town as librarian, into busi- 
ness with him. This relationship con- 
tinued until the death of Arba Squier 
in 1888 when his son, Wesley, formed 
a partnership with his mother to oper- 
ate and enlarge the original firm. 

At the outset of this new formation 
the firm became known as Squier & 
Co., and Mr. Squier added to the 
lumber and building supply business a 
feed and grain business. From this 
date the town began to buy many of 
its necessities from Squier & Co., and 
the firm rapidly became the trading 
place for the community. A coal busi- 
ness was established in 1898 and a ser- 
viceable coal pocket was added to the 
group of buildings. After operating 
the firm very successfully for over 20 
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Robert K. Squier 


years, bringing it from a very modest 
lumber yard up to the principal busi- 
ness firm in the town, Wesley A. Squier 
passed away, leaving his son, Robert K. 
Squier, the present owner, a fine her- 
itage. 

Firm’s Growth Rapid 

At the time of his father’s death, 
“Bob”, as he is better known, was but 
16 years of age. From 1908 until 1913 
the company was placed in charge of 
hired managership while Bob was com- 
pleting his education. This accom- 
plished Robert took over the entire lea- 
dership of Squier & Co. From the 
beginning Mr. Squier had a keen reali- 
zation of the part his firm played in 
the daily life of his community. He 
knew that good management would 
car1y the work of his father and grand- 
father on to greater success while poor 
judgment would ruin it. Accordingly 
he continued the practices built up be- 
fore him of offering to his trade good 
dependable merchandise at reasonable 
prices and giving the best service pos- 
sible. 

In 1929 Mr. Squier built a new, up- 
to-date coal pocket of 600 ton capacity. 
The following year he decided to add 
fuel oil and installed a 60,000 gallon 
storage plant. An interesting feature 
to note is the fact that at the Squier 
& Co. yards the unloading of coal, 
lumber, grain and oil is done by gravity. 
The siding on which the cars are placed 
is elevated over the level of the yard. 
Mr. Squier operates five trucks and em- 
ploys seven men. 


WISCONSIN 


W. F. Grall’s feed mill and elevator, 
Whitelaw, was destroyed by fire No- 
vember 17 with a loss estimated at 
$10,000. 

Glenwood City Mill & Elevator Co. 
Glenwood City, has been incorporated 
with a capital stock of $6,000. Inter- 
ested parties are William F. Draxer, 
W. C. Johnston and George H. Penke. 

J. N. Bassett, proprietor of the Lena 
elevator, has retired from business and 
the firm has been taken over by N. D. 
Schleis, Antigo. 

Hunter Goodrich, Wm. O. Goodrich 
Co., Milwaukee, attended the recent 
Yale-Princeton football game. He was 
accompanied by his wife. 
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Feed Man Bags Deer, 2 Bear 
On Huntin Maine Woods 


C. J. LaFleur proudly appraises the deer, two bear, fox and wild cat which 


he bagged on his recent hunting trip. 


RIENDS of C. J. LaFleur, Kasco 
Fk Mills, Inc., Waverly, N. Y., who 
gave him the well-known “razz- 
berries” when he ordered tags in 
advance for taking two bear and one 
deer out of the state of Maine are now 
maintaining a stolid silence. 
When Mr. LaFleur returned from his 
hunting trip he displayed his quota of 


deer and bear and for the benefit of 
those who still doubted his prowess 
threw in a fox and a wild cat. He re- 
lates his experiences nonchalantly. 
“There’s no story to it,” he said. 
“There’s so much game up there you 
have to club it down to keep from get- 
ting run over. There were bear in the 
camp every night and wild cats all 


around. 

“When the folks went out to feed 
the cow we saw a buck, a doe and a 
fawn standing not ten feet from the 
cabin. The ten year old boy in the 
house where I stayed was sent home 
from school one afternoon because he 
coughed once and the teacher thought 
he had the whooping cough, but he 
didn’t. He shot an 8-point buck on 
the way home.” 


The location of Mr. LaFleur’s hunt- 
ing grounds which he makes no effort 
to conceal from his friends, is at Eus- 
tice, Me., above the Rangely lakes and 
12 miles back in the forests. Harry 
Clark, Cambridge, N. Y., who accom- 
panied Mr. LaFleur, shot a 9-point, 207 
Ib. buck. Only two larger bucks have 
been taken out of the territory in 11 
years, it is claimed. 

To those who suspect that he did not 
shoot all the game himself, Mr. LaFeur 
offers to take them to the spot next 
year and watch him duplicate the feat. 
He also promises that even the poor- 
est of the hunters who accompany him 
will not return empty handed. 


J. R. BODURTHA 

John R. Bodurtha, district manager 
of feed sales, Corn Products Sales Co., 
New York City, died at his home in 
Utica, N. Y., November 6. He was 
63 years old and had been with the 
Corn Products Sales Co. since 1909. 
Mr. Bodurtha’s territory included nor- 
thern and eastern New York where he 
was a well-known and well-liked figure 
in the feed trade, attending many con- 
ventions of the Eastern Federation of 
Feed Merchants. 


MANARD Quality Sugar 
Cane Blackstrap @ 


Mouawk 
@ FEED CO. 


225 E. MICHIGAN STREET 
MILWAUKEE, WISCONSIN 


We are ready to take 
care of your require- 


ments in 


Feed and Grain 


William C. Moll, Manager 


Telephone MArquette 6464 


Molasses has the same carbohydrate 
feeding value as corn, pound for pound. 
If corn costs you less per ton delivered 
your station than Blackstrap Molasses, 
buy corn; otherwise use Cane Molasses 
in lieu of some corn. Blackstrap makes 
anything with which it is mixed more 
palatable and causes animals to drink 
more water. 


Utilize all products of the farm which 


have any feeding value whatever by 
mixing Molasses with those products. 


I¢ not in position to buy Blackstrap in 
8,000 gallon tank cars recommend buying 
molasses feeds from Feed Manufacturers. 


ANARD MOLASSES 
COMPANY 


816 Howard Avenue, New Orleans, La. 
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FEED TRADE Complaints of dealers who have been losing money 
VS. TRUCKS because rural truckers have been able to purchase feed 

at the terminal markets and deliver it on their return 
trips to farmers at lower than current local retail prices are old, old stories. 
Today, however, the jobbers are also complaining against these same truckers 


and — of them, at least, are making more noise than any of the dealers 
ever did. 


At first, undoubtedly, the truckers served the dealers picking up less than 
carload lots of feed at the terminal markets and bringing it out to the retail- 
ers’ warehouses. This preserved the chain of distribution from mill to jobber 
to retailer to feeder and the only complaints came from the railroads. 


Later, when the truckers discovered how simple it was to buy feed and the 
retailers couldn’t keep them busy at all times, they began delivering direct to 
feeders. This eliminated the dealers and their complaints merged with those 
of the railroads. Many retail feed associations throughout the country com- 
plained bitterly against the jobbers who were selling direct through the truckers 
but the jobbers rather appropriately answered that the dealers were the ones 
who sent the truckers to them. 


Now, the jobbers have been eliminated in their turn. Either for conveni- 
ence or price, many of the truckers began buying direct from the mills. This 
has not only hurt the jobbers who formerly supplied them through wholesale 
warehouses but it has adversely affected every whoiesale distributor because 
many of the mills, operating on light production schedules, no longer offer 
carlots of feed as the truckers keep them “‘cleaned-up”’. © 


The railroads, dealers and jobbers are all losers at the present time. If 
the situation grows worse, the mills may suffer through the weakening of their 
responsible marketing agencies and the feeders may suffer without the service 
to which they are accustomed from established feed dealers but which can only 
be rendered when these dealers are making a profit. 


So everybody is asking what can be done to remedy the situation. Some 
business will always go to the trucks because of their convenience but they 
are getting most of their feed business today on a price basis. 


This price advantage would be eliminated if the trucks were subject to 
federal regulations and made to charge the same rates as the railroads. The 
feed industry, therefore, should support J. B.- Eastman, federal coordinator 
of railroads, in his contention that congress should pass legislation to regulate 
the trucks or at least remove present restrictions on the railroads to enable 
them to combat unfair competition. 


DaAvID K. STEENBERGH. 
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Gets Children Interested in Store 
Wins Parents as Customers 


Weinstein Is Firm Believer in Advertising 


ETTING out an illustrated mim- 
(; eographed sheet which is dis- 
tributed to customers and all 
livestock feeders visiting the 
Union Stock Yards is one of the chief 
methods by which Weinstein’s feed 
store, Peoria, Ill., maintains and extends 
its contacts which result in an annual 


business running well up into six 
figures. 

Israel Weinstein, proprietor, pre- 
pares the advertising copy himself. 


Each week’s sheet stresses the economy 
of using one or two items carried in 
stock. For the most part, the items 
chosen are seasonal. The suggestions, 
coming as they do, just at the right 
time, spur the memory of the recipient 
and stimulate action. 

The location of Weinstein’s feed store 
has a great deal to do with its success. 
It is situated adjacent to the Union 
Stock Yards, so that every truck visiting 
the yards must go past the store. Its 
location is ideal for the many livestock 
growers of Central Illinois, who can 
deliver a load of stock at the yards and 
take back feedstuffs with but little ad- 
ditional time and effort. 

The pulling power of the mimeo- 
graphed sheets is enhanced by a dis- 
play ad carried continuously in the 
“Peoria Stock Yards News”, a weckly 
which goes into more than 20,000 farm 
homes in Central Illinois. These ads 
emphasize items featured in the mimeo- 
graphed sheets. The paper is often 
persuaded to give a reading notice of 
one of the items featured in the ad. 

Closely tying up with the mimeo- 
graphed sheets and the weekly ads is 
a radio announcement used once a 
week, which makes the same sugges- 
tions as made by the other methods. 
As practically every farmer in the ter- 
ritory has a radio, these announcements 
round out the three-point program and 
cannot help but make the desired im- 
pression upon the listener. 


Livestock Feeders Plentiful 

Mr. Weinstein’s retail business is 
made up entirely of livestock feeders 
who come to the store for their needs. 
City trade is not catered to and the use 
of a delivery truck is not necessary. The 
store is an attractive brick building 
85x100 feet. It is located on a railroad 
siding and has a loading and unloading 
platform that will accommodate four 
cars at one time. A similar platform 
for trucks extends along the rear of 
the store. Grains for mixing feeds are 
purchased direct from the farmers and 
other products handled are bought in 
car lots and unloaded directly into the 
building. 

A wholesale business is done with 
feed dealers in the smaller towns in 
the Peoria territory and their business 
is protected by adhering strictly to the 
retail price list for retail customers. 
The bulk of the business, however, is 
the retail business from farmers who 
come to the stock yards. Quite often 
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a new customer will stop at the store 
with either the mimeographed sheet or 
the stock yards paper in his hand and 
ask for the particular item advertised. 
When he sees the extensive stock and 
the big variety of items carried, he 
usually becomes a permanent customer. 


Mr. Weinstein has become personally 


acquainted with a large number of 
farmers who patronize the Peoria 
market. He takes every opportunity to 


cement the friendships formed by these 
business contacts. His own personality 


FEEDS 


Weinstein’s attractive feed store. 


is a big factor in forming friendships. 
His quiet, gentlemanly demeanor and 
his knowledge of the feeding problems 
confronting the farmer inspire confid- 
ence, and this confidence has an en- 
couraging effect upon the cash register. 
Caters to Children 

These friendships are also maintained 
in a large degree by catering to the 
children of customers. He is fond of 
children and knows that anything that 
will please the children will also please 
the parents. 


“Children are my best advertisers,” 
says Mr. Weinstein. “We always keep 
some little gift for them. If they come 
with the parents, we give the article 
direct to them. If not, we ask any new 
customer if he has any children at home, 
and if so, we send the gift along. School 
rules carrying our advertisement make 
as good a gift as we have been able 
to find. We have used pop guns and 
some other small gifts but the ruler is 
always handy and makes a practical 
gift. All the gifts are inexpensive and 
yet it is surprising how much children 
appreciate them and also surprising 
how parents appreciate our thoughtful- 
ness in thinking of the children. 

“We have a double purpose in dis- 
tributing these gifts to children. We 
do it to secure not only the goodwill 
of the parents but also that of the chil- 
dren. These children will take their 
parents’ places within a few years. We 
expect to be in business for many years 
to come and we are building for the 
future as well as for the present. We 
want these children to grow up with 
our name always before them as the 
best possible place to purchase feeds.” 

Mr. Weinstein’s territory is so large 
that he cannot possibly cover it all per- 
sonally and his time is pretty well taken 
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up at the store. Nevertheless he man- 
ages to make a considerable number of 
calls upon feeders of livestock. He 
finds that thcse feeders appreciate per- 
sonal calls. He always takes along 
something for the children. He finds 
that these people on whom he calls 
nearly always mention the fact of re- 
ceiving one of the mimeographed sheets 
on their last trip to the stock yards. 

Contacts are also maintained by 
some direct mail advertising. Circulars 
furnished by manufacturers of feed ma- 
terials are frequently mailed to the cus- 
tomer list and to other farmers listed 
in the Peoria county directory. 

Posts Prices in Store 

A little device that has proved very 
helpful is used in the store. On one 
wall near the entrance is a large bulle- 
tin board listing 58 different items with 
their current prices. These prices are 
changed every time there is a change 
in the market. Extending at right 
angles from the wall of the office nearly 
opposite the bulletin board is another 
board giving several suggestions of sea- 
sonal items. Suspended from the ceiling 
between the two boards is a double 
arrow, one end pointing to the bulletin 
board and the other to the suggestion 
board. The bulletin board saves answer- 
ing questions about prices, especially 
when everybody is busy and the sug- 
gestions often result in the sale of some- 
thing which had been forgotten for the 
moment by the customer. 

Mr. Weinstein started in the feed 
business in 1929 in an old building 
erected for an ice house across the rail- 
road tracks from his present store. The 
growth of his trade despite the slump 
demanded larger and more convenient 
quarters and so the present store was 
built in 1931. 

“While we have done a very satis- 
factory business,” says Mr. Weinstein, 
“we feel that there is still a much 
bigger future for us. We are build- 
ing for that future and confidently ex- 
pect that each year, including the pres- 
ent one, will show a steady increase.” 


FARMERS WHOLESALE 
Minneapolis, has taken over the busi- 
ness of the Coppins & Lange Flour & 
Feed Co., Rockford, Ill., and has com- 
bined it with the Rockford Grain & 
Milling Co. 


MICHIGAN 

H. W. Baer and Glen T. Ellis have 
opened a feed store at Pontiac. 

Francis J. Byrne has purchased the 
elevator at Orleans and will operate it 
as the Francis J. Byrne Elevator Co. 

M. Houghton & Co., Clio, have 
installed a new feed grinder. 

Gus Marotzke, Sebewaing, is the new 
owner of the Clare elevator, Clare, and 
is remodeling the establishment and 
making several improvements. 

Alfred Legg has leased the Milford 
Electric feed mill, Milford, to Edward 
P. DeRuchie, East Detroit. 
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FEEDS 


DEALER is known by his wares; in 

them lies either his success or his 
failure. If his customers trust his prod- 
ucts, they trust him, and he prospers 
accordingly. 


Wayne Dealers are trusted, because 
Wayne feeds are trusted. 


Wayne recognizes that its own success is 
based on the combined success of all 
Wayne dealers. Therefore Wayne Feeds 
are made just as reliable, just as attrac- 
tive to feeders, as modern scientific 
methods permit. 


Every lot of Wayne Feed is like the last 
lot in appearance, texture, and nutritional 


ALLIED MILLS, Inc. 


ADVERTISING DEPT. FORT WAYNE, IND. 
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value. It comes to you fresh and ready to 
make friends for you. 


Thousands of feeders are placing their 
trust in Wayne Feeds and in Wayne 
Dealers. The Wayne slogan is looked up 
to wherever it is known: “AN HONEST 
FEED AT AN HONEST PRICE.” 


Write in for information and full details. 
This may lead to a business contact 
which will mean a great deal to your 
prosperity. 


ALLIED MILLS, INC. WRITE NOW 


Advertising Dept., Fort Wayne, Ind. 


Gentlemen: Please send me, without cost, further informa- 
tion about Wayne Feeds. No obligation attached. 


| 
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McCARDLE & WALLACE, Ter- 


hune, Ind., have dissolved partnership 
and John W. McCardle is now the sole 
owner of the business. 


FARM PRICES STEADY 


Farm prices on November 15, with 
an index number of 102, were the same 
as on October 15 of this year, accord- 
ing to the United States department of 
agriculture. The November index is 22 
points above that of a year ago. Farm 
prices for hogs on November 15 aver- 
aged $5.04 per 100 pounds as compared 
with $5.20 on October 15 and $3.70 a 
year ago. Butterfat prices advanced 
sharply from an average of 24.3 cents 
a pound on October 15 to 27.2 cents 
on November i5. The prices received 
a year ago on November 15 averaged 
20.4 cents a pound. 


"G' is Necessar 


IN THE LAYING HOUSE 


Hens need vitamin G to produce hatch- 
able eggs and for health in sustained pro- 
duction. 
eggs of 10-20% greater hatchability. 


IN THE BROODER HOUSE 


Tests at Cornell University showvitamin G 
essential for growth. Chicks from vitamin 
G fed hens and receiving vitamin G rich 
mashes grow faster, develop better. 


Grain. Thieves Busy; Beware 
Of Buying From Them 


being victimized by purchasing 

stolen grain and seed from un- 

known persons in Indiana are 
contained in a recent bulletin issued by 
Fred K. Sale, secretary of the Indiana 
Grain Dealers association. 

“A very grave danger,” he writes, “is 
confronting all grain dealers and millers 
in Indiana. Unless you take the most 
stringent measures to protect yourself 
fully, you may become a victim of an 
expensive experience to your firm. 

“TI refer to the purchase of grain and 
seed from parties unknown to you and 


R that many dealers are 


Vitaming G fed hens produce 


MILK SUGAR FEED 


Your Richest Source of Vitamin 6’ 


MILK SUGAR FEED is dried cheese whey made 


ALSO RICH IN... 


under a special process developed and perfected in 


Kraft Laboratories. 


LACTOSE: The lactose (milk 
sugar) content of Kraco is better 
than 70%. Lactose besides stimu- 
lating growth and energy helps 
the body to assimilate calcium and 
phosphorus for sturdy bone growth. 
It promotes health, aids in resis- 
tance to disease. 


MINERALS: kraco provides 
calcium and phosphorus in the 
most desirable form—organic. No 
minerals from outside sources are 
added to Kraco or to the whey 
from which it is made. These 
minerals are necessary to building 
the frame work required in a rug- 
ged, high-production bird. 


KRACO 


ILK SUGAR 


mashes, 


product. 


MILK SUGAR FEED contains 50% more vitamin 
G than any other commercial food concentrate fed 
for hatchability and growth. Kraco, Milk Sugar 
Feed, has better than 70% lactose and an 8-9% 
mineral content. 


A dry powder, it mixes easily in 


It is used by leading feed manufacturers. 
Pound for pound, it does more in promoting growth 
and hatchability at less cost than any vitamin G 


KRACO will satisfy your customers, will bring re- 
peat trade because of greater returns to feeders 
through better hatchability, better flock condition, 
better growth of young stock. 


Let us prove to you how Kraco Mashes have 
helped others to build trade. 


Write to: 


KRAFT-PHENIX CHEESE CORPORATION 
Dept. 343 CHICAGO, ILLINOIS 


SELL YOUR TRADE LAYING, GROWING and 
STARTING MASHES that CONTAIN KRACO 
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those coming from some outside ter- 
ritory. Both should arouse your sus- 
picions at once and make you satisfy 
yourself thoroughly of their identity 
before making any purchases. 

“Many farmers and some elevators 
have been the victims of thieves, par- 
ticularly during the past month or so, 
since the grain aud seed prices have 
made the stealing of them a profitable 
business. The southeast quarter of the 
state has suffered greater than else- 
where here of late. I have been coop- 
erating lately with detectives from the 
state police department in an effort to 
apprehend some of the thieves. 

“No dealer shouid knowingly pur- 
chase stolen grain or seed because of 
the law governing such purchases as 
well as taking a chance of paying again 
for the same to tlie true owner. Several 
thieves have already been caught and 
sent to the penitentiary for from 3 to 
10 years. As a result of their confes- 
sions many dealers are now in a “hot 
spot” in making satisfactory settlements 
with Mr. Farmer. They are victims of 
knowingly buying stolen grain or seed 
from some itinerant trucker or usually 
someone not living in the immediate 
territory. 

“How can dealers protect themselves 
and their farmer customers in this 
present situation? You might enlarge 
on a previous suggestion I made to you 
of jotting down the auto license num- 
bers of suspicious persons who call on 
you and offer io sell grain or seeds. 
Send me the number with a description 
of the vehicle and the person and send 
it to the association office at 600 Board 
of Trade building, Indianapolis, Ind., 
immediately. I will refer this informa- 
tion to the state police and the person 
or persons involved will be questioned. 
The results in stopping this thievery 
will depend largely on the extent of 
your cooperation and the promptness of 
reporting all cases to me.’ 

The Indiana Grain Dealers associa- 
tion is also concentrating on the elim- 
ination of “wildcat” coal truckers 
through the cooperation of the state 
bus and truck inspection bureau which 
checks individuals reported for neglect 
to obtain licenses and pay state taxes. 


C. E. ELMER, Cottonwood, Minn., 
has purchased the mill operated by F. 
R. Johnson at Evansville. Mr. John- 
son will retire. 


O. W. JONES, sales representative, 
Ultra-Life Laboratories, East St. Louis, 
Ill., spent several weeks in Wisconsin 
recently in the interests of Ultra-Life, 
all vitamin concentrate, which the firm 
manufactures. 


MILK OUTPUT GAINING 

Daily average milk production in 
Wisconsin as of November 1 continued 
above the average of a year ago, the 
United States department of agriculture 
reports. The number of cows per farm 
was approximately 3 to 4 per cent less 
than a year ago. Milk prices made less 
than the usual seasonal gain with the 
average being $1.11 a hundred. 
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Lem Jones Discovers a Way to Solve 
Feed Trucking Problem 


Plan Wins Back His Lost Customers 


F hurricane struck the 
I Hickory Grove feed store office the 

effect would have been none the 

worse than the fury which Lem 
Jones, proprietor, vented as he paced 
the floor like an enraged lion and 
roared his grievances to Mickey, the 
office boy. 

“Damn that trucker,’ he thundered. 
“it’s bad enough when he sells even 
some of my poorer credit risks but 
when he begins cutting in on my best 
customers, something has got to be 
done!” 

The Hickory Grove feed man glared 
at Mickey who shrugged his shoulders 
hopelessly. Then a sudden inspiration 
illuminated the office boy’s face and he 
disappeared into the warehouse and 
closeted himself in the little work room 
he had arranged in one corner of the 
building. 

Trucker Gets Foothold 

Lem Jones’ troubles began when an 
enterprising young man in the commu- 
nity persuaded his father, a_ retired 
farmer of means, to advance the nec- 
essary capital to purchase a used truck. 
The new truck owner occupied himself 
at first with hauling livestock and farm 
produce to the large city 100 miles dis- 
tant. But association with truckers 
from other communities soon gave him 
a different idea. 

“Why burn gasoline and oil going 
back empty,” the veterans asked, “when 
you can take a load of feed back to the 
farmers direct from the manufacturer. 
There’s practically no risk involved. 
You can take your money for the feeds 
right out of the checks they get for 
their livestock and poultry and eggs.” 

The idea registered on the new 
Hickory Grove trucker and the next 
day found him asking those from whom 
he purchased live stock for orders of 
feed. The results were encouraging, 
and the small return loads which the 
trucker brought back from the city soon 
swelled to capacity cargoes as his list 
of customers increased. 

Star Customer Lost 

Naturally, the repercussion was felt 
most by Lem jones of the Hickory 
Grove feed store. While he still paced 
the floor, seriously considering the en- 
gaging of a gangster to bomb the offend- 
ing truck, Harry Caldwell, the leading 
poultry farmer, stood framed in the 
doorway. 

“What’s the trouble, Lem?” asked 
the star customer. ‘You look worried.” 

“Hello, Harry,” greeted Jones. “I 
just didn’t sleep well last night. That 
— been bothering me again,” he 
ied. 

Caldwell ordered a few odds and ends 
from the feed store and prepared to 
depart. 

“How about a couple tons more of 
our poultry mash?” asked Lem Jones 
by way of parting. “The last batch I 
sold you ought to be nearly used up.” 

“Not this time, Jones,” returned the 
farmer. “TI still have plenty on hand.” 


By Emil J. Blacky 


As Caldwell’s automobile sped down 
the street, Lem Jones looked up his 
card index in which he kept a record 
of purchases made by customers. To 
his amazement he found that a month 
had elapsed since Caldwell had taken 
out any poultry feed. 


_Lem Jones‘ eyes narrowed with sus- 
picion and he vowed that he would visit 
Caldwell on the following day and have 


Grove, like other practical 
feed dealers, encounters 
many problems which he is 
compelled to overcome. More 
interesting stories about him 
and his adventures will be 
ublished in future issues of 
he Feed Bag. Watch for 
them. 


Le JONES of Hickory 


a showdown. Something told him there 
was a nigger in the woodpile. While 
he pondered the barrage of words he 
was going to unleash on the poultry 
farmer, Mickey, the office boy, shuf- 
fled into the office with a large sheet 
of paper in his hand. 

“What have you got there?” roared 
Mickey’s boss. 

“T’ve been thinking about this truck- 
ing business,” the office boy timidly 
offered. “Why can’t we hire a truck 
te deliver feeds too? We could have 
the driver go over a certain route every 
day so that the farmers along the way 
would know when to expect him.” 


“Get out of here,” shouted Jones. 
“I’ve heard enough about this truck- 
ing business. You have plenty to do 
around the office without meddling in 
my affairs.” 

Completely squelched Mickey  re- 
treated with Spot, the warehouse cat} 
creeping humbly behind him. 

Lem Jones was still in a surly mood 
on the following day as he goaded his 
old Ford toward the Caldwell farm. 
The owner was just returning from his 
poultry house as Lem swung into the 
yard. 

“Good morning,” greeted Lem as he 
cut the switch on his sputtering motor. 
“] just happened to be driving by and 
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I thought I’d stop and see how your 
flock is getting on.” 

“Sure,” returned the farmer. “Come 
right in and look them over.” 

The immaculate flock of white leg- 
horns was not the object on which 
Lem Jones focused his gaze as the pair 
entered the poultry house. Piled almost 
to the ceiling in one corner of the build- 
ing was a stack of feed. 

“Everything looks first rate, Cald- 
well,” said Lem, “except that stack of 
feed in the corner. Where you been 
buying lately, Harry?” 

The farmer was embarrassed but de- 
cided to tell the facts. 

“I bought a couple of loads from this 
young man who trucks livestock out of 
Hickory Grove,’ he explained. “I’ve 
been pretty busy cf late and having the 
feed delivered right here saves me a 
lot of time.” 

“Suppose,” said Lem, “seeing the 
whole proposition in a new light, “that 
I were to drive by your place with feed 
on a certain day every week. Would 
you consider going back to me with 
your business?” 

“Why, yes,” agreed the farmer. “I’ve 
been doing business with you for a long 
time and am well satisfied with your 
products. Give me a ring when you 
are ready.” 

Jones Thinks Fast 

Lem Jones did some fast thinking as 
he rambled back to the Hickory Grove 
feed store. His plan was completely 
worked out when he dropped his gaunt 
frame into the office chair and sum- 
moned Mickey. 

“Let me see that paper you brought 
iv yesterday,’ he said, “and get that 
livestock trucker on the phone.” 

A half hour later the man he had 
cussed to the high heavens was seated 
across the desk from Lem Jones. 

“How’s the livestock trucking busi- 
ness?” asked Lem. 

“Not so good,” frankly admitted the 
trucker. “Since the government’s been 
buying up cattle and the drouth hit us I 
can barely make up a load once a week.” 

“How'd you like to work for me?” 
Lem queried. “You have proved that 
you are a pretty good feed salesman, 
judging by the customers you have 
taken away from me.” 

“That’s not a bad idea,” responded 
the truck owner. ‘““‘I think it would 
work out swell.” 

And it did! Within a month the 
Hickory Grove feed store was doing 
a bigger volume oi feed business than 
it had ever chalked up in its history, 
and Lem Jones was in an especially 
mellow mood. 

“Well, Mickey,’ beamed the Hickory 
Grove feed store owner, “I guess we’ve 
got this trucking proposition licked. 
There’s more than one way to skin a 

Mickey nodded ‘his approval, but Spot 
the warehouse cat, looked up with sup- 
plication, thinking how uncomfortable it 
would be if the allusion was meant for 
her. 
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ON’T let the rush of 


Christmas shopping cause 


you to forget to send in your 
order for PECOS VALLEY 
ALFALFA MEAL. 


Its wholesome tasty goodness 
will be a real Christmas treat 
for livestock and fowl the 
country over 


Suncured or Dehydrated. 


PECOS VALLEY 
MILL 


HAGERMAN ontay N. MEX. 
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Get Your Customers to Keep Records 
By Holding Egg Laying Contest 


Here’s Simple Form You Can Follow 


blame for lost business and fre- 

quent turnover in customers can be 

attributed to the farmer’s inexperi- 
ence and lack of knowledge in working 
for profit than to the inferior quality 
of the feed. 

The number of poultrymen, for in- 
stance, who can intelligently balance 
their books at the end of the month 
-and determine whether their flock is a 
paying proposition or a project that is 
making a rapid descent into the red 
are relatively few. ‘Those who can ac- 
tually tell to a penny what the returns 
per hen are, as compared to the cost 
of feed, are still more scarce. 

Dealer Has Obligation 

Feed dealers may feel that it is not 
their duty to tell customers how they 
should run their farms, but the prob- 
lem directly atfects their own business. 
For in order to hold the permanent 
patronage of a customer, the dealer 
must have impressed firmly on his mind 
the fact that the feed which he sells 
him is being returned in eggs that meet 
the cost and leave a margin of profit. 
This sales argument may be preached 
to a customer a hundred times and yet 
it will not be as impressive as if the 
farmer finds out for himself. The keep- 
ing of accurate records of feeding costs 
and flock production is a splendid in- 
dicator which will show the farmer 
whether or not he is operating toward 
profit. This work should actually be 
done by the farmer himself. Getting 
him interested in keeping records, how- 
ever, is not always an easy task. Some 
inducement must be furnished. 

Hold an Egg Contest 

Why not conduct an egg laying con- 
test in your community offering cash 
prizes to those obtaining the highest 
egg production? In order to enter the 
competition, it will be necessary for the 
farmer to keep records and you can 
help to make this easy for him. 

Take an ordinary sheet of typewriter 
paper 8% by 11 inches and in capital 
letters write the heading “EGG AND 
FEED RECORD.” Below it place the 
following: Number of Birds............ Breed 
Date Date First Egg 
Started on.......... Chick Mash. 
Grown on............ Growing Mash. 

Then at the left of the page, about 
half way across, draw enough lines 
about a quarter of an inch apart to rep- 
resent each day of the month. Divide 
these cross lines into three columns. 
Head the first one No. of Birds and the 
second, No. of Eggs, leaving the third 
column blank for writing in the aver- 
ages per hen per day. 

At the right of the page list the 
names of your brands of laying mash 
as follows: 

Blank Laying Mash............ 
COSE 

Do likewise for wheat, oats, barley, 
buckwheat, corn, milk, green feed, 
sprouted oats, oyster shell, grit and 


[: is a known fact that much of the 


extra cod liver oil. Then leave space 
at the bottom wherein the customer 
may write the total cost of all feeds 
used. 
Space for Egg Income 

Following this, on the same side of 
the paper, space should be provided for 
computing the amount received for 


eggs. If farmers sell their eggs accord- 
ing to grades and also for hatching pur- 
poses these should be listed as follows: 
Grade Al Large........ doz. @....Total §...... 
Grade Al Medium....doz. @.... 

Eggs Used at Home...doz. @.... 
Hatching Eggs Sold....doz. : 


IOWA 

V. J. Allgaier, St. Joseph, Mo., has 
opened a feed store at Shenandoah in 
the building formerly occupied by the 
Young glove factory. 

Ajay Feed Manufacturing Co., has 
been purchased by A. J. Janssen, who 
has been secretary of the organization, 
and Les McConnell. The new owners 
will continue to operate as the Ajay 
Feed & Produce Co. 

Penick & Ford, Ltd., Cedar Rapids, 
is planning the construction of a re-in- 
forced concrete elevator and workhouse 
having a capacity of 500,000 bushels. 

Morris McNie, manager, Farmers 
Elevator Co., Hampton, was recently 
elected state representative on the re- 
publican ticket. 

Howard Dailey has leased the Frank 
Whan & Son elevator, Lineville, and 
will handle a full line of feeds, seeds 
and coal. 

George A. Wassenaar, owner and 
operator of the Cascade feed mill, Cas- 
cade, which was recently destroyed by 
fire, is continuing his business in a new 
location. 
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Naturally, the dealer will want each 
customer to be truthful about his fig- 
ures, so across the bottom of the page 
may be written an affidavit to the effect 
that the statement given above is true 
to the best of the farmer’s knowledge 
and belief. Space at the extreme bottom 
should be allowed for the signature and 
the address of the person participating 
in the contest. These egg record sheets 
can be conveniently run off on a 
mimeograph machine and distributed. 

For the dealer’s own benefit and profit 
only persons using his brand of laying 
mash exclusively should be permitted to 
compete for the prizes and the con- 
test should last at least five months. 


The amount of the prizes and the 
manner in which they are to be dis- 
tributed can be decided by the dealer 
but a sufficient inducement to get the 
farmers to enter and continue keeping 
records should be provided. Advertise- 
ments may be published in the local 
newspaper to stimulate interest in the 
contest. At the bottom of each a cou- 
pon which the farmer can clip and send 
in, requesting egg and feed record 
blanks should be printed. 

Many poultrymen may feel that they 
will never have a chance to win the 
prizes and will consequently shun en- 
tering the contest. A good plan to get 
them in is to offer an egg grading scale 
to all those who keep records during 
the entire time of the contest and feed 
the dealer’s brand of mash for that 
period. As a further inducement an 
egg candler can be offered to all those 
who continue the feeding and record 
keeping program for ten months. 

The benefits which a dealer will de- 
rive from an egg laying contest in his 
community are numerous. First of all, 
he will make his customers profit- 
minded. The records will show the 
poultryman the amount of money he is 
receiving for his eggs as compared to 
the price he pays for feed. It will help 
erase the impression that so many 
farmers have about the price of feed 
being greater than the income from 
eggs. The contest will break down 
sales barriers for the dealer. 

Creates Good Publicity 

It will also give him publicity in all 
parts of the community and make the 
neighbors tell each other about the re- 
sults they are getting from the dealer’s 
feeds. Last but not least, the plan will 
result in the elimination of unprofitable 
hens from the customers’ flocks. The 
consequence will be greater profits for 
the farmer—more buying power for the 
dealer to shoot at. 

The contest described herewith was 
put into actual operation by the West- 
ern Canada Flour Mills Co., Ltd., To- 
ronto, Canada, and the forms for the 
egg and feed record were furnished to 
The Feed Bag through their courtesy. 
All those who desire copies of the ac- 
tual forms may obtain them from The 
Feed Bag without cost. 
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Merry Christmas 


‘ W. the undersigned members of the Milwaukee 
Grain & Stock Exchange wish you a good, old fashioned 
Merry Christmas and sincerely hope you enjoy a New 
Year bountiful in Health, Happiness and Prosperity. 


Archer-Daniels-Midland Co. 


Feed & Grain Merchants 
W. M. Bell Co. P. C. Kamm Co. 
Grain Commission Merchants Grain Merchants 
Roy |. Campbell Leonard Keefe 
Commission Merchant Commission Merchant 
Cargill Grain Co. E. J. Koppelkam Co. 
Grain Shippers Grain Futures 
Deutsch & Sickert Co. Chas. A. Krause Milling Co. 
Feed & Grain Merchants Badger Feeds for Livestock @ 
Poultry 


Donahue-Stratton Co. 
Shippers of Grain & Feed 


Franke Grain Co. 
Feed & Grain Merchants 


J. V. Lauer & Co. 


Commission Merchants 


Mohr-Holstein Commission Co. 
Shippers & Receivers 
Fraser-Smith Co., Ltd. M. G. Rankin & Co. 


Grain Commission Merchants Feed & Grain Merchants 


Johnstone-Templeton Co. G. W. Winston Co. 


Grain Commission Grain Futures 


MILWAUKEE GRAIN & STOCK EXCHANGE 
The Market of Personal Service Established 1858 
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Central Association Launches Move 
To Curb Direct Selling 


Offenders to Be Barred From Honor Roll 


N honor roll of all wholesale 
A manufacturers and_ distributors 

who sell exclusively through or 

to established retail feed dealers 
is being compiled by the Central Retail 
Feed association which has a_ large 
membership in Wisconsin and nearby 
sections of adjoining states. 

Roland Reinders, Elm Grove, Wis., 
president of the association, reports 
that more than 40 wholesalers have ac- 
ceptéd his invitation to join the “Honor 
Roll” and that the first list will be 
circulated before the end of the year. 

The Central Retail Feed association. 
according to decision of its directors. 
will hold a series of 13 meetings to ex- 
plain the “Honor Roll” plan to dealers 
throughout its territory. Members of 
the association will be asked to sign 
pledges indicating that they will make 
their purchases, to the extent that it 
is at all possible to do so, from firms 
on the honor roil. 

“We feel that our plan,” Mr. Rein- 
ders said, “is the best that has ever 
been advanced in an effort to curb the 
direct selling evil and officers of several 
other associations have already shown 
an interest in what we are doing.” His 
letter of invitation to the wholesalers, 
which explains the plan, follows: 

“From time immemorial, at least ever 
since our association was organized, the 
loudest complaint of the retail feed 
trade has been against direct selling by 
wholesalers to farimers. 


Receive Many Complaints 

“Hundreds of complaints have been 
turned in by our members and we've 
been able to adjust some of them but 
heretofore we've never had any definite 
plan—any way that true friends could 
be distinguished from willful offenders. 

“A questionnaire recently sent to our 
members asking ‘What do you want 
your association to do this year’ has 
again brought the problem into the 
open. A big majority answered: ‘Curb 
direct selling’ ani our executive com- 
mittee meeting November 5 finally de- 
cided upon an Honor Roll of whole- 
salers, who protect the established re- 
tail dealer, to be used by our members 
as a buying guide. 

“We have reserved a place for you 
on this Honor Roll and we would like 
a letter signifying your intention to co- 
operate with us. Our first Honor Roll 
will be issued in the near future and 
we must hear from you promptly if you 
are interested. 

“A place on this Honor Roll is open 
to all wholesalers doing business of any 
kind with our members. And once any 
firm has accepted our invitation and 
is placed on the roll that firm will re- 
main there until, if and when it has 
been definitely proved that the firm in 
question has violated our confidence 
and sold at wholesale direct to a farmer 
or otherwise been unfriendly to the es- 
tablished retail feed trade. 

“Action will only be taken on com- 
plaints from our members and_ then 


The Feed Bag to Publish 
Series of Accounting Articles 


Keeping books is one of the most important functions in con- 
nection with the operation of any business and in the retail feed 
trade, at least, it is one which has been given all too little attention. 
Many industries and trades have uniform bookkeeping and account- 
ing systems available for the use of all in these businesses but this 
is not true for the feed trade and as a result it is the rare feed dealer 
who really knows his ‘‘costs”’. 

THE FEED BAG has given considerable attention to this prob- 
lem and has published several dozen articles dealing with its various 
phases. We have never, however, 
followed through with a series of 
articles which our dealer readers 
could use as a yard stick to mea- 
sure their own methods and as a 
guide for the establishment of 
efficient systems for their own 
businesses. 

It is a real pleasure for us to 
announce, therefore, that starting 
in our January, 1935, number we 
will begin publication of a series 
of articles on bookkeeping and ac- 
counting for the retail feed mer- 
chant. These articles will be 
written by Lionel True, James H. 
Gray Milling Co., Springville, 
N. Y., and will cover every phase 
of the problem including such 
details as the cost of deliveries, 
credit, mixing, grinding, etc., etc. 

Mr. True is a practical feed 
dealer and has had supervision of 
a - accounting for the James H. Gray 
Milling Co., which operates a large retail feed business from several 
stations, for 14 years. In addition, he has arranged accounting 
systems for three other retail feed establishments, the Farmers bank 
of Springville of which he is a director and several other businesses 
not:connected with the feed industry. 

Mr. True does not expect that the same system he uses in his 
own business could be taken over just as it is and used by every 
other feed dealer in the country. In his articles, therefore, he will 
present all the various bookkeeping and accounting problems’ which 
the average feed dealer must face and explain how they may be solved 
so that every feed dealer who desires to improve his system may have 
a basis from which to work. The articles will be illustrated with re- 
productions of bookkeeping and accounting forms which may be 
adapted to meet the needs of any retail feed business. 


EUGENE COLLARD, president, 
Distributors Grain & Feed Co., Buffalo, 
N. Y., is the happy father of a baby 
girl born November 7. 


not until the accused has had a fair 
hearing before the association’s full ex- 
ecutive committee. You will find our 
attitude reasonable at all times and all 
firms on the Honor Roll may be as- 


sured of tangible evidence of apprecia- 
tion of all our members. Naturally 
only complaints dated after our first 
Honor Roll is issued will receive any 
consideration.” 
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A. TONE, JR. plans to open a flour 
and feed mill at Northome, Minn. 


H. E. FRYMIRE has purchased the 
Hoover feed mill, Akron, Ind. 
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Milwaukee Exchange to Move 
Into New Quarters 


T= Milwaukee Grain & Stock 
Exchange, by next May, will 
abandon its present quarters at 
225 East Michigan street and 
will move to a new location in a build- 
ing situated on the southwest corner 
ot Milwaukee and Mason streets. 
Contractors are now at work remodel- 
ing the future home of the exchange. 
Three stories will be added and the 
structure as it now stands will be trans- 
formed into one of the finest office 
buildings in the 
city. When com- 
pleted the Mil- 
waukee Grain & 
Stock Exchange 
building, as it is 
henceforth to be 
known, will be 
nine stories high. 
In addition it will 
have a basement 


which is to be 
occupied by a 
modern restau- 


rant. The two up- 
per stories of the 
structure are to 
be devoted to the 
trading floor and 


business of fi- 
ces of the ex- 
change. 


When the trek of moving vans begins 
it will mark the historic ending of the 
scenes of one of the greatest grain cen- 
ters of the country which has been in 
operation since 1880 when it was opened 
as the Milwaukee Chamber of Com- 
merce. The name, Milwaukee Grain & 
Stock Exchange, was adopted several 
years ago. 

The opening of the Chamber of Com- 
merce 55 years ago was a gala event 
and a big banquet which attracted all 
ot the city notables was held in honor 
of the occasion. It was at this banquet 
that W. P. McLaren, then a leading 
wheat merchant, made the famous 
toast, “To Michigan street where once 
the red man scalped his foe, where now 
the white man scalps his friend.” 

Trading was first conducted over a 
bar taken from a beer garden. Later, 
W. H. Langson, then secretary of the 
Chamber of Commerce, conceived the 
idea of developing a circular pit which 
has since become the standard for grain 
exchanges throughout the world. 

The new Milwaukee Grain & Stock 
Exchange quarters are ideally located 
with less traffic congestion and nearby 
hotel facilities for visitors. The new 
site is two blocks north and one block 
east from the present building. Plans 
are being considered for the holding of 
an opening: party. 


HESLAR FEED STORE, Wave- 
land, has purchased an incubator and 
will enter the chick marketing business 
in connection with its feed trade. 


WALLACE GRAIN CO., Clinton, 
Mass., was recently robbed of more 
than $400 in cash by thieves who forced 
their way into the office. 
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This building which 
has quartered the 
Milwaukee Grain & 
Stock Exchange, 
formerly the Cham- 
ber of Commerce, 
for the past 50 years 
will be abandoned 
by next May. 


Lincoln Mill 
Years in 


INCOLN MILL, Merrill, Wis., 

operated by Paul Gebert, Jr., cel- 
ebrated its 25th anniversary last 
month. 

In appreciation of the loyal patron- 
age of its many customers the firm 
offered special bargains on poultry and 
dairy feed, flour and other items on 
November 13 and 14. Many new as 
well as old time buyers took advan- 
tage of the offers. 

The present Lincoln mill was founded 
in 1909 by Jacob Gensman; his son, Leo, 
and Paul Gebert, Sr. In 1919, Mr. 
Gebert absorbed the Gensman interests 
and built the Merrill flour and feed 
store. He operated this plant until 1925 
when he disposed of it to the Merrill 
Elevator, then and now operated by 
Herman Stuemke. He turned the mill 
property over to his son, Paul, Jr., who 
has since conducted the business. 

Growth of the establishment under 
the young owner’s management has 
been rapid and constant. During the 
years of the depression when most 
firms cut down their activities, Paul 
Gebert expanded his business. He 
bought the Atchison property at Toma- 
hawk, Wis., in 1931 and remodeled it 
into a modern flour and feed store and 
the following year obtained possession 
of the Wagner property at Gleason 
where he also opened another store. 
Both of these branches are enjoying 
a good volume of business and are 
equipped with the latest machinery for 
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FARMERS ELEVATOR CO., INC.. 
Stewartville, Minn., recently completed 
the installation of a complete new feed 
unit in its plant. 


Tell Who Comes Under 
Fertilizer Code 


Purchasers of fertilizer do not come 
under the fertilizer industry code’s 
classification of “agent” unless they de- 
vote their attention, time, effort, and 
labor to the distribution of fertilizer 
products “regularly and continuously 
during each fertilizer season”, the NRA 
held in an official interpretation re- 
quested by the Fertilizer Recovery 
committee (code authority). 

That body asked a clarification of the 
code’s definition of “agents” to curb the 
practice of granting agency contracts to 
individual consumers. The application 
said that many so-called ‘agents’, even 
though their purchases did not cover 
more than their own requirements, were 
able to enjoy rates below the price 
schedule. 

In order to be engaged in the busi- 
ness, the interpretation stated, an agent 
should (1) have a regular place of busi- 
ness; (2) have a regular stock of mer- 
chandise for resale; (3) have regular 
and continuous but not isolated or cas- 
ual transactions; and (4) be looked to 
by the trade or community for the dis- 
tribution of the products. At least one 
of these factors is essential, the inter- 
pretation said. 


Completes 25 
Business 


feed grinding. 

Mr. Gebert attributes his success to 
the constant contact which he main- 
tains with his customers and to the 
interest which he takes in their prob- 
lems. The firm has been on a cash 
basis since 1929. 

In announcing the 25th anniversary 
of the Lincoln mill, Mr. Gebert paid 
tribute to his employees, many of whom 
have been with the firm for 20 years. 


O. A. DEDALL, Forreston feed 
mill, Forreston, Ill., has enlarged his 
plant and added a new office building. 


ERLING TORGERSON has opened 
a new feed mill at Galloway, Wis. 


OHIO 

Dayton Grain & Feed Co., Dayton, 
was robbed of an undetermined amount 
of cash recently by yeggs who battered 
open the safe. 

Ralph S. Bartley, Dayton, has pur- 
chased the Grant feed store, James- 
town, from W. H. Grant. 

Richard A. Cordway has purchased 
the grain and feed store, Wellington. 
which has been operated for the past 
eight months by Harry Allen. 

I. G. Lesher, secretary and treasurer 
of the D. H. L. Feed & Supply Co., 
Wadsworth, recently underwent an 
pe at a hospital at Pittsburgh, 
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hristmas 


Acme Feed Products Co. 


Mill Feeds and Linseed Meal 


Banner Grain Co. 
Milling Wheat—Coarse Grains 


Cereal Grading Co. 


Grain Merchants 


Excelsior Milling Co. 
Specialty Millfeeds 


Farm Service Stores, Inc. 
Isdahl’s Cod Liver Oil—Binder Twine 


J. A. Forrest 


Feed Merchant Since 1900 


Walter Haertel Products Co. 


American Peat Moss Litter 


Hiawatha Grain Co. 


Screenings and Feed Grains 


R.R. Howell & Co. 


Mill Machinery and Supplies 


A.E.JacobsonMachineWks.Inc. 


Hammer Mills—Magnetic Separators 


The Jersee Co. 


Poultry Concentrates 


Il. S. Joseph Co. 


Mill Feed Merchants 


Midland Hay & Feed Co. 


Hay and Mill Feed 


Minnesota Linseed Oil Co. 


Linseed Meal Manufacturers 


Northern Hay & Feed Co. 


Hay Shippers 


Reliance Feed Co. 
Millfeed Jobbers 


A, 


Feeds—'‘‘Stand by Stan”’ 


MINNEAPOLIS 


The Market for Grain, Feed and Machinery 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Big Bad Wolf 


Almost everyone is familiar with the 
song, “Who’s Afraid of the Big Bad 
Wolf?” and realizing this an Iowa deal- 
er arranged a clever display that at- 
tracted many spectators and helped to 
boost his sales. He put three live pigs 
into a special pen in the window and 
flanked it on one side with a high stock 
of hog feed. Then he took a cutout of 
a wolf and placed it in a menacing po- 
sition on the other side of the wall of 
feed. A large placard facing the street 
read, “Keep the Big Bad Wolf of Losses 
Away From Your Hog Pen With Blank 
Feeds—They Are Profitable.” 


Open House 


Once a year around Christmas time 
a Wisconsin dealer brightens up his 
store and invites customers to attend 
an open house celebration. Special dis- 
plays of feed are arranged and a feed- 
ing expert is obtained from a large 
manufacturer to discuss problems with 
the farmers. Free beer and sandwiches 
are served and the kiddies are presented 
with an inexpensive gift. This dealer 
reports that his sales always reach a 
peak during the open house days. “It 


also serves as a means of more firmly 
cementing the friendly relations be- 
tween me and my customers and gives 
them an opportunity to inspect the 
store at their leisure.” 


Resolution 


At the beginning of each New Year 
a dealer in the Middle West who makes 
a practice of watching his credits, sends 
out a letter to all of the farmers who 
owe him money for longer than 90 days. 
The message opens with a suggestion 
that one of the best resolutions a man 
can make is to pay his past due bills. 
It further suggests that this can be 
done on a budget plan at so much a 
month or week, and the delinquent cus- 
tomer is invited to come to the store 
to work out an arrangement. Care is 
exercised not to make the letter too 
demanding but to express the spirit of 
cooperation on the part of the dealer. 
An offer to take grain and farm pro- 
duce in payment oi the bill is also made. 
This dealer reports that it is surpris- 
ing how many will come to the store 
and work out a budget plan with him, 
and many accounts that would have 
dragged along for months are gradual- 
ly dwindled down. 


and Friends 


A 


New Year 


NASHVILLE, 


Wishing our Customers 


Werthan Bag Corporation 
TENNESSEE 


Better Built 


Milwaukee 


Bags 


Wear 


Herp Merry Christmas 
and A @®appy and 
Prosperous 


PURE OLD PROCESS 
37% LINSEED MEAL 


PITTSBURGH PLATE GLASS CO. 


Dairy Club 


An eastern feed merchant has orga- 
nized his dairy farmer customers into 
a club and sponsors regular monthly 
meetings. Members of the club are en- 
couraged to exchange ideas and speak- 
ers on various farm subjects are often 
featured. As a special inducement the 
dealer awards a half ton of dairy feed 
to the farmer having the highest milk 
production per cow for each month. 
Social meetings are held about every 
third month. The plan has proved to 
be a great sales booster. 


Open Evenings 


A Minnesota iced man makes it a 
point to keep his store open every night 
during the week before Christmas. 
“Other merchants in town do likewise,” 
he explains, “and many of the men 
shoppers slip away to my store and 
place their orders for feeds while their 
wives are buying gifts. I also offer 
the farmers the services of a check 
room where they may sately keep their 
parcels until they are ready to leave 
for home. The job of staying ‘open 
nights is a little tiresome but well 
worth the extra effort in the additional 
sales that result.” 


GORDON & BARNES Grain Co., 
Inc., Malden, Mass., has been formed to 
operate a general grain and feed busi- 
ness. Officers are Vesper H. Barnes, 
president; Samuel Gordon, treasurer 
and Thomas J. Bradford, clerk. 


Merry Ghristmas 


and 


Linseed Oil Division 


| 

| 
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Wisconsin | 
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If You Want to Convince Customer 
Let Him Make Own Test of Feed 


Effective Method of Stopping Home Mixing 


and prospects as often as possible, 
believe William and Lawrence 
Frank, father and son, owners of 
the Jefferson Flour & Feed Co., Jeffer- 
son, Wis. For this reason the firm 
yearly exhibits at a local home show 
in Jefferson to which hundreds cf farm- 
ers come. 
The affair is sponsored by various 
merchants in Jefferson and has attained 
great popularity in this region. Many 
farmers stop at the Jefferson Flour & 
Feed Co. booth and chat with the 
owners of the firm. Inasmuch as the 
show is held late in winter, the officials 
are able to contact many farmers just 
prior to the spring feeding season. 
Discuss Farm Problems 
“We have found that many farmers 
who attend the show like to stop at 
our booth and discuss their poultry 
and dairy feeding problems with us,” 
said William Frank. “This is really an 
ideal time to discuss such problems for 
we can devote a lot of time to each 
prospect. We are free from the usual 
duties of the business day and can con- 
centrate on the farmers who stop at 
our booth. Many of them may not place 
an order for feeds or seeds at that time, 
but you can bet that most of them come 
to our feed store later in the season.” 
Many farmers who want advice on 
feeding problems already have their 
minds made up that their own solution 
is correct, but like Amos ’n Andy of 
radio fame, want to “check and recheck” 
in order not to go astray. ‘ 
Mr. Frank believes that the majority 
of feed sales in the future will be made 
not on the basis of extolling the merits 
of certain feeds, but through the actual 
assisting in overcoming individual feed- 
ing problems. For instance, if a farmer 
has a flock of hens that are not laying 
as well as he desires and are not pro- 
ducing proper egg size, the dealer is 
offered an opportunity to check on the 
type of feed used, amounts fed and the 
general care taken of the flock. After 
this has been ascertained the dealer can 
inake recommendations for change. 


Sell Feed on Merit 


The change usually includes the in- 
serting of proper commercial feed into 
the schedule. In this way commercial 
feeds are used as an experiment. After 
a test period, the farmer sees that his 
egg production has mounted from the 
flock and that the egg size and color 
of yolks is much better. Surely this 
is proof enough to him that his prob- 
lem is solved and that his flock will pay 
him better dividends. 

In most cases farmers who have their 
problems solved in this manner stick 
to the feed recommended by the Jeffer- 
son Flour & Feed Co. No high-pow- 
ered sales talk here is employed. Only 
specific advice based upon a study of 
individual farmer’s needs is advanced. 

The Jefferson Flour & Feed Co. has 
been through a five-year period of 
home-mixing of grains for feeding pur- 


[| is important to contact customers 


poses in its area, and has done well in 
combating this menace to its business. 
Wherever possible Mr. Frank has 
worked with individual farmers, trying 
to get them to try proper commercial 
feeds for test periods and to check re- 
sults against those from home mixes. 
In almost every case the results have 
been in favor of commercial feeds. Thus. 


within the past few 
years, the Jefferson 
Flour & Feed Co. 
been winning 
back customers 
who went to home 
mixes several years 
ago in an attempt 
to save money. 
“When a_ farmer 
has made a test 


feeding commercial 
feeds and has_ se- 
cured good results. 
he tells his neigh- 
bors about it,” says 


Mr. Frank. “This 
has brought a favor- 
able reaction in the 
Jefferson trading area with the result 
that home mixing is now at a mini- 
mum.” 

Despite the inroads of home-mix 
competition which reached its heights 
in this district in 1931-32, the Jefferson 
Flour & Feed Co. has made a profit 
every year since 1929, with the excep- 
tion of 1932 when a small loss was in- 
curred. However, a very satisfactory 
profit has been made the last two years, 
says Mr. Frank. 

By being aggressive and going to the 


William Frank 


Iccal power company, officials of this 
feed concern have been successful in re- 
ducing their power bill the last few 
years. The minimum h. p. rate was 75 
cents and has now been reduced to 25 
cents per h. p. and has given the firm 
a considerable saving. 

A rather unique feature about the 
construction of Mr. Frank’s feed mill 
is the enclosed driveway between the 
two main buildings. This makes pos- 
sible the serving of customers under 
shelter during adverse weather condi- 
tions and has brought many favorable 
comments from patrons. Platforms 
along the driveway can also be utilized 
for display during unseasonable wea- 
ther which helps the firm make addi- 
tional sales. 

Mr. Frank says that the firm has used 
a merchandising idea recently which 
worked out well. If a customer returns 
three empty sacks of feed purchased 
from the firm, he is given a high grade 
kitchen knife. Farmers’ wives are quick 
to take advantage of this offer and give 
their husbands orders to buy their feed 
from the Jefferson Flour & Feed Co. 
so they can get these knives. 

About 80 per cent of this firm’s busi- 
ness in recent years has been for cash. 
The remaining 20 per cent is credit 
which has been extended only after 
careful investigation. This policy has 
resulted in a small percentage of loss. 
Mr. Frank says, and he intends to con- 
tinue it. 

Machinery in this progressive feed 
mill includes a Sprout-Waldron mixer, 
grinder and corn grader, a Burton 
mixer and a Dreadnaught crusher. 


Eastern Federation to Meet 


At Syracuse 


ITH every indication that at- 
W tendance will be the largest in 
its history, the Eastern Feder- 
ation of Feed Associations is 
making plans for its annual convention 
which will be held at the Onondaga 
— Syracuse, N. Y., February 21 and 


The code of fair competition for the 
feed industry (excepting wholesale 
manufacturers) will be one of the main 
topics of discussion. It is hoped that 
the code will be in effect before the 
convention so that the official set-up 
can be explained to those who attend. 
_ The federation has been concentrat- 
ing its efforts on a campaign to increase 
the price of milk to the producers 
served by its members and reports that 
much progress has been made to date. 
Austin W. Carpenter, former sales 
manager of the Larrowe Milling Co., 
Detroit, and now public relations direc- 
tor for the federation is in charge of 
the drive. He will have an important 
report to make on the campaign at the 
convention. 
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in February 


“So far very little has been done by 
the federal government for the dairy 
farmers,” explains Charles D. Camp- 
bell, secretary of the federation, who 
is directing arrangements for the con- 
vention program. “From personal con- 
tact with the milk producers I find that 
they are in a bad financial condition, 
many of them now being on work and 
home relief through lack of funds. 

“It is the idea of the federation that 
by helping others we help ourselves 
and it is for this reason that we have 
in the past and will in the future take 
an active part in furthering the inter- 
ests of the dairy farmers. Every feed 
merchant should take an active part in 
the campaign and by all means attend 
the convention to learn of the progress 
which we have made.” 

Fred M. McIntyre, president of the 
federation, will also have an important 
message for those who attend when he 
gives his annual address. Attempts 
are also being made to obtain other 
speakers who will discuss subjects of 
vital importance to the trade. 
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The Wisconsin Milling 


Company 


MENOMONIE 
WISCONSIN Makers of 


Mill Rose Flour 
Poultry & Dairy Feed 
A-C Mill Feeds 


wish you 


A Merry Christmas 
and A Gappy and 
Prosperous 
Nem Year 


STANLEY’S 
CROW REPELLENT 


THE STANDARD FOR OVER 20 YEARS 


Protects the farmers corn crop from Crows, Pheasants, Black- 
birds, Larks and all other corn-pulling, birds and animal 
pests such as Moles, Gophers, Woodchucks, Squirrels, etc. 


LIST PRICES 


$1.75 
1.00 


(1 Pint) Enough for 
2 bushels of seed. 


FROM YOUR JOBBER OR 
DIRECT FROM US. 


Manufactured only by 


The Cedar Hill Formulae Co. 


P. O. Box 1129G New Britain, Conn. 
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e e e The Demand is Growing for 


SART JILENE. most Economical 


Source of Vitamin D 


A broad advertising campaign in the leading 
poultry magazines is building an ever in- 

creasing demand for SarDilene. Poultrymen are learn- 
ing that SarDilene mixed mashes supply at lowest 
cost, the vitamin D necessary in cold, stormy weather. 
Rigorous tests by Colleges, Experiment Stations, large feed 
manufacturers and commercial poultrymen have proved that 
SarDilene does the work—gives more vitamin D per dollar. 


Also Supplies Vitamin A 


SarDilene carries ample amounts of vitamin A and is 
specially treated to stabilize its vitamin A content in mixed 
feeds. It improves the.texture and color of feathers—pro- 
duces growth and condition. 


===> Selected —Refined-— Proved 


SarDilene pioneered as the original sardine oil in the poultry 
field and continues to pioneer with new scientific discover- 
ies, perfected methods and rigid control. Manufactured 
from edible fish under strict sanitary conditions SarDilene 
is extremely low in free fatty acids and absolutely pure. 
All SarDilene is biologically tested on chicks and proven on 
the basis of 14 of 1% in the 8-week Wisconsin Rachitic 
Ration. 
—> Many large feed manufacturers are cashing in on the de- 
mand now created for SarDilene in their mashes. You, 


too, can improve your mashes—lower overhead costs— 
satisfy customers. Writefor information and literature. 


F.E. BOOTH COMPANY, Inc. 


Dept.—! Farley Bidg.,. CLEVELAND, O. 
140 Market St.. SAN FRANCISCO, CALIF. 


Staleys 


SOYBEAN OIL MEAL 


REGISTER SOYBEAN OIL MEAL IN 
YOUR 1935 FORMULAS 


WRITE AT ONCE FOR DETAILS OF A PLAN WHICH 
ASSURES AN UNINTERRUPTED SUPPLY OF 


STALEY’S SOYBEAN OIL MEAL 


SUPPLIED IN STRAIGHT OR MIXED CARS WITH STALEY’S 
CORN GLUTEN FEED OR CORN OIL MEAL 


STALEY SALES CORPORATION 


DECATUR (Feed Division) ILLINOIS 


| 
| 
| 
| 
| STANLEY 
LEN! 
SAVES 
Lets get him out 
dead, but whe 
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Manufacture of Dry Skim Milk 
Is Interesting Process 


HAT is dry skim milk and 

VW how is it made? What is there 
about dry skim milk that war- 

rants 

many different ways? 
about this product that prompts the 
leading agricultural experiment stations 
to recommend it in liberal quantities in 


its being used in so 


What is there 


feeds for most all animals? Answers to 
these questions can readily be obtained 
if we were to visit a milk plant engaged 
in manufacturing roller process dry 
skim milk. In such a creamery we 
would see milk handled somewhat as 
follows: 

Fluid whole milk is delivered by the 
farmers, and in some cases, from other 
smaller milk plants. It is received, in- 
spected for quality, weighed, and sam- 
pled in the receiving room of the manu- 
facturing plant. From here the milk 
is usually transferred to a holding tank 
and thereafter pumped either through 
or over a cooler to a large holding tank 
where it is held at low temperatures for 
processing. If we were to follow some 
of this milk during the course of manu- 
facture, we would next observe that, 
from the holding tank, the milk is 
passed through pre-warmers to centrifu- 
gal separators. During the process of 
separation, the cream is separated from 
the skim milk, or in technical terms, 
the fat is separated from the milk solids 
not fat. In watching these cream sep- 
arators in operation, it is very interest- 
ing to notice heavy cream coming from 
one outlet and fresh fluid skim milk 
from the other. 

The cream is usually transferred im- 
mediately to a pasteurizer to be pas- 
teurized for use for fluid consumption 
or for manufacturing into butter or ice 
cream. 

The fresh fluid skim milk is trans- 
ferred to a small vat from where it is 
pumped over a pre-heater to the equip- 
ment that actually performs the dry- 
ing of the product. Usually the dry- 
ing apparatus is located in a room ad- 
joining that in which the cream sep- 
arators are located. In entering the 
drying room, we would be almost 
amazed to see what appear to be large 
white sheets, much like sheets of tis- 
sue paper, coming from long revolving 
rollers. These large white sheets are 


actually sheets of dry skim milk. 

This method of drying is known as 
the hot roll process. The fresh fluid 
milk flows from large holding tanks 
through sanitary pipes, and after being 
pre-heated to a temperature of about 
160°F is discharged between two large 
rollers or drums that revolve in oppo- 
site directions. These drums are con- 
structed of heavy metal, and while in 
operation are under constant steam 
pressure. The sizes of rolls vary in 
some cases but an average size would 
be 36 inches in diameter, and 84 in- 
ches long. 

As the fluid skim milk is discharged 
between the slowly revolving rollers, it 
is immediately brought to boiling tem- 
perature. As the rollers revolve, a thin 


layer or film of milk adheres to the sur- 
faces of the rolls. The actual drying 
process is almost instantaneous. Large 
hoods with ventilators are placed over 
the rolls to take care of evaporated 
moisture. The film of dry skim milk 
is scraped from the surfaces of the rolls 
by adjustable knives placed on the op- 
posite side of the rolls. It is the action 
of these knives, in scraping off the film, 
that produces what looks like a large 
sheet of tissue paper, but which is in 
reality a large sheet of dry skim milk. 

This sheet comes continually from 
the rolls as the knives scrape it off, and 
drops into a long container, equipped 
with a worm conveyor. The action of 
the worm conveyor on the product. 
breaks it up into smaller pieces of 
flakes and conveys it to one end, where 
it is elevated by a chain conveyor or 
blower to a sifter situated a little higher 
than the rolls. The sifter breaks these 
flakes into a fine texture powder. From 
the sifter the powder is dropped into 
a hopper and from there packed into 
paper lined sacks or barrels and made 
ready for shipment to either the trade 
or warehouse. 


Dry skim milk contains most all of 
the solids not fat originally found in 
fluid milk. The process of drying con- 
verts fluid skim milk which normally 
contains 9 per cent solids and 91 per 
cent water into dry skim milk contain- 
ing 97 per cent solids and 3 per cent 
water. In the dry form, milk solids 
will keep sweet for many months, and 
retain all of the food value of the orig- 
inal fluid. The dry product contains 
substantial quantities of protein, carbo- 
hydrates, minerals and vitamins, all of 
which are digestible and_ essentially 
important to proper nutrition. Vitamin 
G which is necessary for growth and 
development is found abundantly in 
dry skim milk. Dry skim milk can be 
safely added to rations for most all 
farm animals. 


I. W. York & Co. Furnishes Feed 
For Game Preserves 


plentiful in Columbia county 

have I. W. York & Coa, 

Portage, Wis., to thank for their 
good fortune. 

For the past several winters the firm 
has been donating all of its grain screen- 
ings to the local conservation club 
which in turn distributes it to feeding 
stations about the county. 

The drouth of the last few years has 
materially decreased the food supply 
normally sought by pheasants, Bob 
Whites, prairie chickens and partridges. 
Heavy snowfalls in recent winters have 
covered over the weed patches and if it 
were not for the generosity of I. W. 
York & Co., and the work of the con- 
servation club the territory surround- 
ing Portage would have been practically 
destitute of game birds. 

I. W. York, proprietor of the firm, 
has gained a vast amount of good will 
as a result of the plan and has been 
rewarded with increased orders from 
grateful members of the community. 
The screenings donated for bird feed 
are obtained from the grains which 
Mr. York receives from his territory 
and which he insists on cleaning thor- 
oughly before it is shipped to market. 


H oeensie’” who find game birds 
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One of the largest private shooting 
preserves in the state is located about 
15 miles from Portage. It is the Otto 
Beyer tract comprising approximately 
4,500 acres of woodland, farm, marsh 
cut-over land. Here many 
thousands of pheasants are released 
each year. Naturally, many of these 
birds find their way to the neighboring 
countryside. Otto Beyer incubates and 
raises to maturity many thousands of 
birds each spring. The mashes used in 
the brooding houses and pens is manu- 
factured by I. W. York & Co. under 
a branded name and are mixed accord- 
ing to a registered formula carefully 
worked out for game birds. Mr. Beyer 
ships this feed all over the country to 
other game farms. Through this outlet 
the name of I. W. York & Co. has 
become known far and wide. 

The firm is more than half a century 
old and was founded by the grandfather 
of the present owner, who is a graduate 
of the University of Wisconsin. He 
has always been an aggressive merchan- 
diser, sponsoring new ideas and pro- 
gressive methods of salesmanship. One 
of the ideas which Mr. York employs 
with success is the frequent changing 
of store and window displays. 


Page Twenty-five 


MORE MILK PER COW 

Average milk production per cow for 
the country as a whole on September 
1, 1934, was 12.80 pounds per cow as 
compared to 12.74 pounds for the same 
period last year. Wisconsin registered 
13.75 pounds per cow on October 1, 
1934, the highest records since 1929. 


NEW FEED FIRM 

Mohawk Feed Co., Milwaukee, Wis., 
has been organized to do a general job- 
bing business. William C. Moll, for- 
merly manager of the feed department 
for the Riebs Co., Milwaukee, is presi- 
dent of the firm, Charles Gorman is 
vice president and Elmer DeBuhr is 
secretary and treasurer. Mr. Moll, who 
will be in charge of the new company, 
is well-known to the trade. He was 
associated with the Franke Grain Co., 
for several years and more recently with 
the Riebs Co. which discontinued its 
feed department several months ago. 


LUCKY CHOICE 

Waiter: “I’m sorry, sir, but if you 
order only a leg of chicken we'll have 
to charge you for the whole bird.” 

Customer: “It’s a good thing I 
didn’t order a beef steak!” 

*x* * 

. SURPLUS TO HIM 

Angry Mother: “You've got a lot of 
nerve to ask me to return this ball when 
you nearly killed one of my children 
with it.” 

Boy: “Well, you’ve got ten children 
and we've got only one ball.” 


Opportunity 
for Sale! 


Les A SIGNIFICANT BUSINESS fact that 
many retail merchants taking the new Purina 
Franchise into their business made 1934 the most 
successful year of all time. They solved credit 
problems; collected old accounts; gained new 
customers while holding the old. Steady, repeat 
business replaced one-time sales. They gained 
profits in place of taking losses. 


We don’t want to be misunderstood—the Purina 
Franchise is not a cure-all for all business ills. 
But if you put your urge to do business behind 
it, you can make your place the hub of farm 
trade in your community. The Purina Franchise 
is a living opportunity for profitable retail feed 
business. So in shaping your business plans for 
the year ahead why not call in your Purina man 
and get facts and figures on profitable business 


for 1935? 


PURINA MILLS 
923 Checkerboard Square 
St. Louis, Mo. 
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CORNHAY WEAKLY NEWS 


Hank Borkins had an X-ray examina- 
tion at the doctor’s office last week and 
located the cards he forgot to mail for 
his wife last Christmas. 

Pandemonium prevailed at the annual 
harvest ball Friday evening when some- 
one mistook Banker Chillwater’s bald 
head for a balloon and touched a lighted 
cigarette to it. 

Cornhay Weakly News wishes you all 
a Merry Christmas and a Happy and 
Prosperous New Year. 

*x* * * 


THE SOLUTION 

Policeman: “Can I help you find the 
keyhole, sir?” 

Inebriated Gent: “Thash all right, ol’ 
rman. You jus’ hol’ the house and I 
can manage the key.” 

*x* * * 


PRECAUTION BEST 

Salesman: “I had my nose broken in 
three places.” 

Dealer: “Well, why don’t you learn 
to stay out of those places?” 

* 
SO THAT’S WHY 

Professor: “A fool can ask more 
questions than a wise man can answer.” 

Freshman: “That’s why all 
flunked.” 


HER LAST STUNT 

“It’s funny to what extent these 
movie stars will go for publicity.” 

“Yes, I see where one even died the 
other day.” 

* * * 
EVENTUALLY 

Dealer: “Have you forgotten the $5.00 
that you owe me?” 

Son: “Not yet, dad, give me time.” 


REAL SERVICE 

An old mountaineer decided he would 
go and see one of “them thar CCC 
camps” he had been hearing so much 
about. 

After looking it over his comment 
was: “Well, I’ll be doggoned. Hoover 
made monkeys out of us and now 
Roosevelt is fixing the trees for us to 
climb.” 

* * 
HIS MEMORY 

Dealer: “What was George Washing- 
ton noted for?” 

Son: “His memory.” 

Dealer: “What makes you think his 
memory was so great?” 

Son: “Well, they erected a monument 
to it, didn’t they?” 
* * * 

REAL OBLIGING 

Head Clerk: “I am very sorry to hear 
of your partner’s death. Would you 
like me to take his place?” 

Senior Partner: “Very much, if you 
can get the undertaker to arrange it.” 


IT SELDOM HAPPENS 
“IT turned the way I signaled,” shout- 
ed the indignant woman after the crash. 
“I know it,” sadly said the man, 
“that’s what fooled me.” 


4 \ Carefully Sifted for Feed Dealer Consumption 
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Agricultural Adjustment Act Set-up 
_ Explained to Millers Federation 


By Chester C. Davis 


Administrator, Agricultural Adjustment Act 


HEAT farmers have received 

V \ approximately $366,000,000 cash 

income, including adjustment 

payments, on the. 1933 crop 
and have received or will receive from 
$380,000,000 to $400,000,000 cash income, 
including adjustment payments, on the 
1934 crop as compared with $195,000,000 
on the 1932 crop—and that in spite of 
droughts of magnitude unparalleled in 
the history of our country. 

Wheat benefit payments financed by 
processing taxes amount ap- 
proximately $200,000,000 for 1933 and 
1934. The overhead expense of admin- 
istration, not including the costs of 
county control associations which are 
met by pro rata payments of cooperat- 
ing farmers, amounts to between 
$6,000,000 and $7,500,000, or between 3 
and 4 per cent for the two years. 

Half of Farmers Cooperate 

The wheat program is one of the 
five major adjustment undertakings of 
the triple A. Others of relatively minor 
extent have followed or are now being 
developed. But in those five programs 
3,000,000 farmers have joined hands in 
the most gigantic cooperative effort 
ever undertaken in this or any other 
country. It is cooperation in a totally 
new field, the field of productive effort 
and it is significant that the number of 
cooperating farmers amounts to about 
half of the total number in the United 
States. 

Under these five programs, for wheat, 
cotton, corn, hogs, and tobacco, the 
actual disbursements of rental and ben- 
efit payments as of November 12, 1934, 
amounted to $436,622,891.85. The pro- 
cessing tax collections reported by the 
treasury amounted to $549,554,464.78 
through November 8, 1934. Each of 
these programs is set up on a budget 
which is intended to pay its own way 
and our current position shows excess 
of receipts over expenditures. 

You have heard the benefit payments 
referred to as gifts or doles out of the 
United States treasury. That certainly 
was not the concept in the congres- 
sional mind when the Adjustment Act 
was passed. The benefit payments are 
just as much a part of the farmer’s 
earned income as is the market price 
he gets for his crop when he sells it. 
Take wheat for example. When the 
consumer buys flour he pays a price 
which covers the milling service and 
the cost of the raw material, including 
the processing tax. Part of what the 
consumer pays, therefore, goes to the 
farmer for his wheat when he sells it. 
Every farmer gets that. Another part 
collected in the form of the processing 
tax goes only to that farmer who has 
agreed to make the adjustments in his 
production which have been agreed 
upon in his contract with the govern- 
ment. The farmer who has cooperated 
in the wheat program therefore has 
achieved the goal he has been seeking 
for years—an income on that portion 
of his wheat required for the domestic 


market that approximates fair exchange 
value, or pre-war purchasing power or 
parity. 
Future of Processing Tax 

What is the future of production ad- 
justment and of processing taxes on 
wheat? Closely related to that ques- 
tion, can any encouragement be given 
as to increased foreign outlets for 
American farm products in general and 
wheat and flour in particular? In other 
words, can the old volume of foreign 
trade in this field be regained? 


-L believe that the principle of secur- 
ing for farmers approximately the parity 
income on the domestic consumption of 
wheat is here to stay, and that process- 
ing taxes to supplement the market 
price on domestic consumption will be 
continued to finance such a program 
unless and until a better method is 
found. 


I want to make it clear that it is not 
the aim of the Agricultural Adjustment 
Administration to lead farmers into re- 
striction of production to the point that 
supplies only the domestic market. Our 
aim should include such foreign trade 
as can be had. We can not, however, 
hide our heads in the sand and imagine 
ourselves back in the same old world 
conditions that existed when our export 
trade was developing. 


Whether we like it or not, the present 
trend throughout the world is nation- 
alistic. Our former customers are striv- 
ing for national self-sufficiency. Tariffs, 
quotas and other import restrictions 
grew while our wheat was abundant 
and cheap and while excess supplies 
were piling up unsold all over the 
world. Once established, these restric- 
tions and protective devices are hard to 
relax. They operate with especial se- 
verity against a creditor nation, and 
that is our present position contrasted 
with our former position as world 
debtor. 


In general, we will be able to export 
again when we import enough of the 
products of handiwork and _ industry 
from other countries to reestablish our 
export opportunity. When that time 
comes, the plan under which we are 
operating is flexible enough to permit 
world sales of American flour and wheat 
at a world price without interfering with 
the parity income of American farmers 
on the domestic consumption. It should 
be pointed out, however, that to make 
this possible we will probably have to 
get used to a processing tax sufficient 
to make up the difference between the 
open market or world price and the 
parity price which represents prewar 
purchasing power or exchange value. 


The United States is taking the lead 
in trying tc bring the wheat producing 
nations of the world into an agreement 
that would balance production with de- 
mand and preserve for us an export 
opportunity. I believe such an agree- 
ment, if consummated, can go a long 
way toward restoring export markets 
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that have been closed to us in the 
present drive for national  self-suffi- 
ciency. 

I have been asked as to prospects 
for favorable consideration of mill pro- 
ducts in reciprocal trade agreements, 
and particularly whether the department 
of agriculture will support plans aimed 
at that result. This is a subject which 
by itself would require the entire even- 
ing for full discussion. The department 
of agriculture will push for concessions 
for mill products in preference to wheat 
wherever the economic conditions in the 
importing country permit. You men 
know, better than I, that the internal 
economy of a country in Northern 
Europe, for example, may lead that 
country to insist on wheat, if cereal 
imports are considered, rather than 
flour, in order that the mill by-products 
may be available for livestock feed. 
Naturally our own economic interest 
lies in the direction of employing Amer- 
ican labor and plant capacity in this 
country wherever possible. 


Defends Licensing Agreement 


This is a changing world. No human 
commitment can be given which guar- 
antees as to what lies before us in years 
to come. Those of you who read the 
history that is being written today 
throughout the nations of the world 
know that only too well. I can only 
speak of what is in the mind of those 
associated with me at the present time 
in the administration of the Agricultural 
Adjustment Act. Speaking for them I 
can say frankly that the present wheat 
program sets the general limits of what 
we have in mind as a Government effort 
to benefit wheat producers. It should 
be understood, of course, that this or 
any other plan must possess sufficient 
flexibility to meet changing world and 
domestic conditions. 


There was no hidden plan or maneu- 
ver in anyone’s mind when we sug- 
gested certain amendments to the Ad- 
justment Act last spring, particularly 
the broad licensing powers already ex- 
pressed in the law. We have used those 
licensing powers only to supplement 
trade or marketing agreements with the 
single exception of the distribution of 
whole milk where licenses have been 
used independently of marketing agree- 
ments. It should be made clear that 
two methods of operation are provided 
in the Adjustment Act—production ad- 
justment programs financed by process- 
ing taxes, and marketing agreements 
and licenses. At the present time, more 
than 60 different commodities are af- 
fected by marketing agreement and 
license plans, either actuallv in operation 
or under consideration. They apply in 
all but three or four of the states. The 
general procedure is to develop a mar- 
keting plan incorporated in a_ trade 
agreement supported by a large majority 
of both processors or handlers, as the 
case may be, and producers. Licenses 
are issued to insure conformity on the 
part of all participants alike. 
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Season's Greetings .. 


g hat your Christmas may be 


most enjoyable and the.. 
New Year Happy and Prosperous 
is our sincere wish to you. 


THe ParEtrow Co. 


MILWAUKEE, WISCONSIN 
CLARENCE MOLL, Manager, Feed Department—Phone DAly 3030 


Order a Mixed Car of 


Golden Loaf Flour 


The flour with the Vim and Pep left in 


Bran and Middlings 


—Higher in Protein— 


TENNANT & HOYT CoO. 


LAKE CITY, MINN. 


Cash Feeds In Any Quantity 


ment Assured 


ST. LOUIS, MO. 


® Specializing in Millfeed Futures or Options 
Trading in both Kansas City and St. Louis 
Markets © Prompt Action ® Courteous Treat- 


@ 


DREYER COMMISSION Co. 
KANSAS CITY, MO. 


“‘At It Since ’92’’ 


USED 


BURLAP 


AND 


COTTON 
BAGS 


PRINTED 


RAG? FoR. 
INDIVIDUALITY 
ALL BAGS VACUUM CLEANED 


TWINE 


WE BUY 
SURPLUS BAGS 
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FREDMAN BAG CO. 
MILWAUKEE, WIS. 


We have had considerable experience 
with these agreements and we _ have 
found that to insure prompt compliance 
and avoid unnecessary litigation, certain 
specific powers should be set forth ir 
amplification of the general license pro- 
visions. Specifically, we asked for power 
under marketing agreements and_ li- 
censes to establish producer quotas in 
order that all growers share 
equitably in a given market. We asked 
for a clearer definition of what con- 
stitutes interstate and foreign commerce. 
The bureau of internal revenue joined 
with us in requesting numerous changes 
to straighten out a number of difficulties 
that have arisen in the collection and 
handling of processing taxes. The so- 
called “books and records” amendment 
aroused considerable discussion. I ask 
you to bear in mind that marketing 
agreements under the Adjustment Act 
exempt the participants from  opera- 
tions of anti-trust laws. As a protec- 
tion for the government, for the gen- 
eral public and for industry themselves 
we have contended that these exemp- 
tions should be accompanied by govern- 
ment power to know at all times what 
is going on under the agreement. 

I think it will help clear up your 
understanding of these amendments 1! 
you will keep in mind that at present 
they apply principally to locally pro- 
duced and marketed commodities not 
subject to the general adjustment pro- 
gram. Our intent on that point is 
made clear, I believe, by the fact that 
we asked that when the amendment: 
were proposed last winter, nationally 
grown commodities like the grain and 
meat crops be exempted from the ap- 
plications of the quota provisions. 

Before the subject comes up in con- 
gress again it is our intention to dis- 
cuss it thoroughly with the organized 
farm and cooperative groups and with 
the industries that are likely to be af- 
fected in order that we may have : 
cemplete understanding and, so far as 
possible, an agreement. I have beer 
assured that we will have that oppor- 
tunity with the representatives of the 
milling industry. 

Gives Ideas on Codes 

I am told you want a preview of the 
general government policy as to codes. 
particularly as to price fixing and pro- 
duction control provisions and _ their 
administration. I am not in position to 
speak with authority on that point. Let 
me state as the fundamental principle 
that the codes are intended to establish 
and secure primarily minimum wage 
and maximum hour provisions and to 
be a method to outlaw admittedly un- 
fair business practices, just as in our 
agricultural program our mandate is to 
help the farmer secure fair exchange 
value for his crop. In my judgment, 
and I am speaking only for myself. 
price fixing and production control de- 
vices in industry should not extend 
beyond those cases where no other way 
can be found to hold the wage line, and 
then only in cases of distinct emer- 
gency. In general, the demand for in- 
dustrial products, aside from food, is 
unfilled and elastic. In industry as a 
whole the need is for more production, 
more consumption, and more employ- 
ment at fair wages. These objectives 
can be accomplished by larger volume 
and lower unit margins at which every- 
one—the laborer, the manufacturer, and 
the consumer will be better off. 

The human stomach is comparatively 
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inelastic but even in agriculture the aim 
must not be for the highest obtainable 
unit price regardless of volume. There 
is a productive level that is best for 
the nation and best for the farmer and 
that is the level we should strive for. 

Without any abrupt or sudden revi- 
sion, I believe we will see a simiplifica- 
tion of code provisions. As the codes 
work down toward essentials, and as 
higher courts clear up the legal points 
involved, I believe we may all look for 
quicker and more satisfactory compli- 
ance and enforcement. Our own ex- 
perience in the Adjustment Administra- 
tion indicates that those agreements 
and codes work best which depend least 
upon federal enforcement tor their suc- 
cess and most upon industry’s coopera- 
tion. 

Another point which was raised in 
connection with the codes was. this: 
Are the agricultural codes now admin- 
istered jointly by the AAA and the 
NRA to remain in that position or will 
they eventually be transferred to NRA? 
I would say on that point that the AAA 
has no very strong feeling one way or 
another. We have never looked upon 
codes as an agency through which farm 
income can be materially improved or 
stabilized. If an industry believes it 
could operate more satisfactorily under 
the NRA than with us and if no dis- 
advantage to the farmers would result 
from the transfer, we are willing today 
as we have indicated in the past, to co- 
operate in arranging for their passing 
over to the administration of the NRA. 


A. J. NICHT, SR., founder of the 
feed business now —— by his son, 
George, at Auburn, N. passed away 
November 19 at the he of 82. In ad- 
dition to his son, George, he is sur- 
vived by his wife; Alex, Milwaukee, and 
Mrs. Norbert Nelbach, Utica. 


GEORGE PETERS: and L. 
Peters have established a retail feed 
and produce company at Jackson, Ohio. 
Mixing and grinding equipment has 
been installed. 


INDIANA 

Hobart hatchery and_ feed store, 
Hobart, which was recently purchased 
by Clarence Liechty is now open for 
business with Gordon Liechty as man- 
ager. 

John Poor, Hillis Feed Co., Green- 
castle, recounted his experiences in 
Russia, where he spent 11 months dur- 
ing 1930 and 1931, at a recent meeting 
of the local Kiwanis club. 

Peck’s mill, Topeka, formerly oper- 
ated by Andrew J. Eash, has been 
leased to the Finer Feeds Co., also of 
Topeka. C. D. Feller, Kendallville, 
has been appointed manager. 

Farm Service Stores, Inc., Minneapo- 
lis, has taken over the elevators, coal 
yards, and wholesale feed and grain 
stores of Eikenberry Bros., Richmond, 
E. C. Eikenberry, president of Eiken- 
berry Bros., was director in charge of 
wheat movement under the Hoover 
food administration and is a past presi- 
dent of the Grain & Feed Dealers Na- 
tional association. 

Ladoga feed store, Ladoga, has 
opened for business on the site formerly 
occupied by the Ashby & Ashby ele- 
vator which was destroyed by fire about 
two years ago. 


FEED BLANKS 

Blanks to be used for the purpose of 
listing grains, available for shipment 
have been supplied to country shippers 
and terminal market dealers by the 
United States department of agriculture 
from the federal livestock feed clearing 
house which was recently established at 
Kansas City. Those who receive the 


blanks are requested to make known 
the amounts of surplus corn, oats, rye, 
barley and grain sorghums which may 
be procured from them for distribution 
to drouth areas. This movement is 
part of the Agricultural Adjustment 
Administration’s plan to facilitate the 
distribution of feeds from well supplied 
sources to needy areas through feed 
dealers and other established agencies. 


“100 LBS NET 


BIG 


. 


MEAT SCRAPS: 


= 


— 


JAURKEE 


Merry Christmas... 


We extend to you best wishes 
for a Very Merry Christmas 
and a Happy and Prosperous 
New Year. 


MILWAUKEE TALLOW & GREASE CO. 


DEUTSCH & SICKERT CO. 


131 So. 7th St., Milwaukee 
JOE FREE, Manager 


DISTRIBUTORS 
Chamber of Commerce 


HIAWATHA e 


GROUND GRAIN SCREENINGS 


(BULK OR SACKED SHIPMENTS) 


A domestic grain and flax seed screenings mixture, carefully 
blended to assure constant uniformity, thereby meeting the de- 
mands of the most discriminating. 


(A Most Profitable Base for Feed Manufacturers) 
WE SPECIALIZE IN ALL TYPES OF SCREENINGS 


Write or Wire for Prices 


Hiawatha Grain Company 


MINNEAPOLIS, MINN. 


is the 


place to buy-- 


MALT SPROUTS 

BREWERS GRAINS 

DRIED BUTTERMILK 

DRIED SKIMMILK 
(All Made in Wisconsin) 


of Origin 


logical and cheapest 
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YEARS AGO 


E put forceful advertising back 
of a superior product. 


ever since. 


poultry year. 


1 Broadway 
New York 


We’ve been doing this consistently 


The accumulated effect of these two 
selling forces has gotten nation wide 
poultrymen preference for PILOT 
BRAND Oyster Shell Flake. 


It is by far the largest selling brand 
of Oyster Shell in the world. 


It’s going to be a big egg and 


Grow with PiLoT BRAND. 


OYSTER SHELL PRODUCTS CORPORATION 


Shell Bidg. 
St. Louis 


f 
PILOT 


mar BRAND 


OYSTER SHELL- 


FLAKE 


London 
England 


100 POUNDS NET WEIGHT 


TRADE MaRK 


E Pure Old Process - 


LINSEED MEAL 


GUARANTEED ANALYSIS 

3 DHYDRATE 
NITROGEN FREE rane 32% FIBRE 10%, 


SPENCER KELLOGG 
BUFFALO, N.Y. 2 


— 


NORTHWESTERN SALES OFFICE 


368 NEW CHAMBER OF COMMERCE. 
MINNEAPOLIS, MINN. 
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Branded Feeds 
Easily Made 


Make feeds in your own mill 
that produce outstanding re- 
sults—feeds your customers 
like and come back for, and 
tell their friends about. 


You can make these branded 
feeds from farm grains and 
Murphy’s Poultry Supple- 
ment at low cost. Put them 
out under a nationallyknown | 
trade name at a real profit 
for yourself. 


There is money to be made 
in selling high quality feeds 
at low prices in your com- 
munity. You can cash in 
on this by doing your own 
mixing and thereby cutting 
costs and overhead. Write 
today. 


Murphy Products Co. 


Burlington, Wis. 
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DEFENDS NRA 
“For every person who has suffered 
disadvantage from the recovery pro- 
gram, it is conservative to say that at 
least 100 have benefitted.’—Charles J. 
Brand, executive secretary, National 
Fertilizer Association, Washington, D. 


TIP ON FEEDING 

“When feed prices are going up 
along with egg prices, as they are now, 
there is a temptation for poultrymen to 
cheapen their feeding mixtures at the 
expense of some necessary, worthwhile 
ingredient,” says H. H. Alp, poultry ex- 
tension specialist, college of agriculture, 
University of Illinois. ‘This is usually 
a false saving for a low priced ration 
is not necessarily the most economical. 
It is doubtful if it would be good judg- 
ment on the part of anyone to sacri- 
fice a proved ration simply because it 
has advanced in price unless a satis- 
factory substitute costing less money 
can be found.” 


FEED SHORTAGE 

Shortage in the supply of feed 
grains is the most serious it has been 
since 1881 and the number of meat 
animals on farms at the end of this 
year will be the smallest since 1899, re- 
ports the bureau of agricultural eco- 
nomics. An increase in acreage of feed 
grains and hay is expected next year 
and the report says that should feed 
crop yields be normal or better, total 
feed supplies would be very large in 
relation to the number of animals fed. 
Feed prices would then be low, the 
bureau predicts, in relation to prices 
of livestock and livestock products. 


he good will of our 
patrons and friends is 
one of our most valu- 
able assets. The spirit 
of the season brings to 


us renewed apprecia- 


and of the value of new 
friends. May your 
Christmas be happy 
and success attend 
your New Year, is the 


cordial wish of 


Donahue - Stratton Co. 


if 
4 tion of old associates 
if 


FEED and GRAIN 
Milwaukee, Wis. 


| 
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M. R. MANEY, formerly with the 
Ohio Farm Bureau, and now engaged 
in the grain and feed brokerage busi- 
ness, has moved his offices to new 
quarters at 332 Chamber of Commerce 
building, Columbus, Ohio. 


ILLINOIS 

Elmer Farney, East Peoria, has 
opened a feed mill at Chatsworth. 

Lake-Cook Feed Co. has opened a 
new feed store at Tinley Park. 

Economy Feed Co. held a_ grand 
epening of its new feed store at He- 
bron, November 10. George Lindsay 
is the proprietor. 

Meyer feed store, Woodstock, has 
been purchased by William Lehmann 
& Sons, Crystal Lake. 

Thomas M. Foley, 65, president, 
Kankakee Fuel & Feed Co., Kankakee, 
passed away at a local hospital, Novem- 
ber 10, following a brief illness. 

Buscher feed mill, Morrisonville, has 
discontinued business. 

Galesburg Milling & Grain Co., 
Galesburg, has been incorporated by S. 
F. Gardner, E. C. Hendrickson and 
Charles Cannell. 

Oldham Feed & Seed Co. has opened 
for business at Xenia. 

John Missavage has purchased the A. 
C. Culley building, West Frankfort, 
and has opened the Missavage Feed 
& Seed Co. 

Don Ray has opened the City feed 
store at Salem in the location formerly 
occupied by the Martin feed store. 

Guy E. LeFever, Woodstock, has 
succeeded A. J. McLoughlin as sales 
representative in Illinois for the Arcady 
Farms Milling Co. Mr. McLoughlin 
will enter the tire business in Peoria. 


RED &} ROSE FEED 


It’s in the Bag! 


Something more than carefully se- 
lected ingredients; something more 
than scientifically balanced proteins, 
carbohydrates, fats and vitamins; 
something more than a full measure 
of clean, energy- producing feed for 
all livestock ... 

and that something more is the name 
Eshelman. 


For ninety-two years that name has 
meant reliable feeds for poultry, dairy, 
swine and other livestock producers. 
So, when your customers look for a 
feed to make more meat, milk or eggs 
... point to the name “Eshelman”; 
your profit and theirs is in the bag. 


JOHN W. & SONS 


LANCASTER, PA. 


Mills: LANCASTER, PA., YORK, PA. 
CIRCLEVILLE, O. 


<a} ‘‘All your needs in grain and feeds’’ [ee 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


VANDERSLICE-LYNDS CO., Kansas City, Mo................... Milo and Kaffir 

AIG & C PANY. Philadelphia, Pa........... Blackstrap Molasses 
OYSTEE SHELL rRopuctTs CO., Philadelphia, Oyster Shells 
THREE MINUTE CO., Cedar Rapids, Oatfeed 
FERNANDO VALLEY ML 


- & SUPPLY CO., Los Angeies, i . Alfalfa Leaf Meal 


All poultry rations should include liberal quantities of 
DAIRYLEA DRIED SKIM MILK. Also good in all 
rations for calves, poultry and swine. Carried by 
principal feed merchants throughout eastern territory. 


Manufactured and Distributed By 


Dairymen’s League Co-Operative Association, Inc. 
11 West 42nd Street - New York, N. Y. 


Girt 


You can increase your flour sales 
by recommending 
MINNESOTA GIRL FLOUR. 
A trial will prove its merits. 
Let us include MINNESOTA GIRL 

FLOUR in your next car of 
@ Queen Wheat Feed 
® Cherokee Pure Bran 
® Cherokee Middlings 


WIRE US FOR PRICES 


Guaranteed 


CAPITAL FLOUR MILLS, INC., Minneapolis, Minn. 
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HEALTH PRODUCTS CO 
i 
PRE Dee 
PDAIRY FEEDS; 
DAIRY FEED: 
MINNESOTA | 


CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED MILL FOR SALE 
Feed Mill equipped with 22 inch Attrition Mill 
and Feed Mixer for sale. In good dairy and 
poultry community. Inquire BOX 347, Battle 
Lake, Minn. 


KNOW YOUR FEEDS 


The “Bible” of the feed industry, FEEDS 
AND FEEDING, by Henry and Morrison, is the 
one book every feed man should own. The price is 
$4.50 per copy or $5.50 with a full year’s sub- 
scription to this publication. Send _ check with 
order and we will pay postage. THE FEED 
BAG, 210 East Michigan Street, Milwaukee, Wis. 


SALESMAN AVAILABLE 


If you want the services of a man thoroughly 
acquainted with the feed trade in_ Wisconsin, 
write ZJ-121, c/o THE FEED BAG, 210 East 
Michigan street, Milwaukee. 


LOUIS BANDOW, JR., who oper- 
ates a feed business at Anston, Wis., 
reports that farmers in his territory 
shipped more than 400 carloads of cab- 
bage out of the town this year. Of this 
amount Mr. Bandow handled more 
than half of the crop. He recently re- 
turned after a business trip to Milwau- 
kee and Chicago. 


MOLASSES 


CANE OR BEET 
Shipments in Barrels or Drums 
MANEY BROS. MILL & ELEVATOR CO. 
Manufacturers and Jobbers of Over 100 Kinds of Feed 
MINNEAPOLIS - - - MINNESOTA 
Established 50 Years Ago 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 
Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 


502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’”’ 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF. 


Mother’s Best Flour 


Established 1892 


FRANKE GRAIN CO. 


incerporated 


GRAIN AND FEED 


DEPENDABLE 


GRAIN - COMPANY 
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CATTLE PURCHASED 


The Agricultural Adjustment Admin- 
istration has purchased approximately 
7,000,000 cattle in the drouth areas of 
the country. Of this total more than 
3,000,000 head have been processed by 
the large commercial packers under 
contract with the Federal Surplus Relief 
Corp. 


$50,000,000 FOR FEEDS 


Plans for furnishing $50,000,000 for 
the purchasing of livestock feed through 
a loan from the Reconstruction Finance 
Corporation have been announced by 
the Agricultural Adjustment Adminis- 
tration. This arrangement, it is ex- 
plained, will make possible the procur- 
ing of feeds on a much larger scale and 
make them available to livestock pro- 
ducers through regular commercial 
channels. 


» WIZARD MIXER, 

# built sturdy but price attractive 

150, 500, 1000, 2000 capacities. 

Also real value in HAMMER- 
I Write for full details. 

Agents wanted! 


MIDWEST STEEL PRODUCTS CO. 
728 A. Delaware Street 


KANSAS CITY, MO. 


WILSER FEED Co., Inc. 


JOBBERS MILLFEEDS 
JAMESTOWN, NEW YORK 


ay SERVICE 
FOR 


DEALERS 
Pulverized Oats 
for Mashes 


Superior Ground Flax 
Screenings 


Economy 16% Dairy Feed 


Balanced Concentrates 
for Batch Mixers 


Fruen Milling Company 


MINNEAPOLIS, MINN. 


MINNEAPOLIS 


EXCELSIOR MILLING 


COMPANY 


MINNESOTA 


Specialty Millfeeds 
CAMEL 


ZEBRA 
JUMBO 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS. 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


anity Fair 


Flour 


Laboratory Tested. 


Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


Hold Your Horses 
BUT 
SEND YOUR TRUCKS 


To our warehouses for ton lots of 


Armours Meat Scraps 
Dried Buttermilk 
Charcoal » Grit 

Mill Feeds » Grain 


3328 West Cameron Ave. PY 1637 South 83rd 
North Milwaukee West Allis 


FEED SUPPLIES, INC. 
MILWAUKEE, WIS. 


usiness 
expands with 


Printed messages 
They are profitable 


1894 


PRINTERS 
LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE. STREET 
Brospway 1076 


MILWAUKEE 
WISCONSIN 
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RICHARD UEBELE, 7, son _ of 
Walter Uebele, Burlington Feed Co., 
Burlington, Wis., passed away at a 
hospital November 8 following an oper- 


ation for appendicitis. 


IMPORTED RED OATS 

Dealers are warned not to sell Red 
oats imported from South America for 
seed purposes in a recent announcement 
by the United States department of ag- 
riculture. The department explains that 
although the South American oats look 
very much like the well-known Red 
Rust-proof oats, they are in fact Red 
Algerian seed which has been tested 
frequently at experiment stations and 
proved unsatisfactory. Dealers who 
handle these imported oats for seed are 
subject to the federal seed act and can 
be prosecuted. 


LEWIS & DRAKE, INC., ware- 
house and elevator, Lebanon, Ohio, was 
destroyed by fire November 10 with 
a loss estimated at $18,000. 


GEORGE BOHNSACK, Farmers 
Feed & Fuel Co., Burlington, Wis., sus- 
tained a severe knee injury recently 
when a pile of feed in his warehouse 
toppled upon him and pinned him to 
the floor. 


CORN 


ect Country-run 
_lowa and Minnesota 


eae MULLIN & DILLON COMPANY 


MINNEAPOLIS 


MISS MAXINE NOWAK, daughter 
of Max M. Nowak, president, Nowak 
Milling Co., Hammond, Ind., was mar- 
ried November 21 to Robert G. Wal- 
lace, Jr. 


HENRY BECKLEY has purchased 
the one-half interest in the Beckley-Tur- 
ley Feed Co., Goodland, Ind., from Mrs. 
Alma Turley. The acquisition now 
makes him sole owner of the business. 


OATS 


EW RICHMOND 
ROLLER MILLS CO. 


NEW RICHMOND. WISCONSIN 


Mill Feeds 
Coarse Grains 
Feeding Oatmeal 
Sardilene Oil 


MIXED OR STRAIGHT 
CARS 


ULTRA-LIF 


101 S. 35th Street 


for Feed Manufacturers 


Use Ultra-Life to mix a super feed with all 
six vitamins—A, B, C, D, E and G. Produces 
better results at less cost. 


ULTRA-LIFE LABORATORIES 


ALL VITAMIN 
CONCENTRATE 


Easy to mix. 


EAST ST. LOUIS, ILL. 


Dependable 


Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


The Denver Alfalfa 
Millin?, & Products Co. 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


nore of its healthful 


NICOLLET 
“HOTEL - | 


the Gateway 
MINNEAPOLIW 


When in MINNEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
friendliness, comfort and re- 
laxation by Staying at. the 
NEW NICOLLET. 


Six hundred rooms 
_in every detail at exception- 
ally reasonable rates. 
ful beds. | 


Moderately Restau- 
9 tant and Coffee Shop. 


Three from both 
depots. 


Tourist 
posite. 


| 
| 


Mixed Cars 


Quick Turnover 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 
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RIEBS VIEW 


Milwaukee, Wis. 


Vol. 2, No. 12. December, 1934 


The Riehs Co. Extends 
Co Youand Yours Mast 
Cordial Wishes for A 
Hery Merry Christmas 
and a New UYear.... 
Abounding in Gealth, 
Wealth and Happiness. 


Published Monthly by The Riebs Co., Milwaukee 


The PROVEN 


CAL-CARBO 


SALES-BUILDING PLAN 


SHELL 
MAKER 
GRIT 


Here's another prod- 
uct that will make 
you money. Shell- 
maker Grit supplies 
essential calcium to 
pe: sells for a 
wer price to the 
consumer; carries a 
wider profit for the 
ler. Can 
ped in_ mixed cai 
with CAL-C CAR. 
BO, thus bringing 
quick turnover. 


Means MORE Sales and 
BIGGER Profits for YOU! 


We do more than just sell you Cal-Carbo—we 
send highly trained resale men into your terri- 
tory and sell Cal-Carbo for you! And on every 
Cal-Carbo sale our men make, you get the full 
dealer profit! 


And that’s not all! After our men have sold 
part of your Cal-Carbo order for you, we help 
you sell what's left! 


Dealers everywhere are enthusiastic about the 
Cal-Carbo Sales Building Plan because the Cal- 
Carbo exclusive franchise is a real money-maker 
for them, month after month. Cal-Carbo busi- 
ness repeats—and there's a substantial margin 
of profit on every,sack or,carjyou sell. 


No other feeding ground limestone gives the 
dealer such hearty sales support. No other feed- 
ing ground limestone is so well advertised as 
Cal-Carbo. No other feeding ground limestone 
has such ready consumer acceptance. And re- 
member this—wejalways protect our dealers! 


Better look into the possibilities of{this’money- 
making Cal-Carbo franchise at once. Just{send 
your name and we'll send you the complete[story 
at no cost or obligation,whatever. gues 


Calcium Carbonate Corporation 
City, Mo. 


or 43-D East Ohio!St.,{Chicago, 


The best vertical-type mixer 
that money can buy is the 


EUREKA 


CASCADE 4-in-1 


—a complete mixing unit 
combining four machines in 
one—loader, mixer, sacker 
and bag jolter. Unexcelled 
for quality of construction 
and rapid thorough mixing 
of all kinds of feeds. 


Built in two sizes, belt or 
motor driven, } and 1 ton 
capacity, hopper above or 
level with floor. 


HOWES CO., Inc. 


Silver Creek, N. Y. 
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ROOMS WITHOUT 
PRIVATE BATH 


_. MAKE MICHIGAN AVENUE 
‘#Your Home When You Visit 
CHICAGO 


Every comfort, every fine hotel luxury 
awaits you at the newly modern- 
ized Auditorium Hotel. Unusually 
good 


m_food at modest prices. 


ROOMS WITH 
PRIVATE BATH 


MICHIGAN or conceess CHICAGO 
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\ N Jould you fill your gasoline tank with kerosene to 
save money? The feeder who buys his feeds on 
price alone is in the same class. 


It’s an excellent way for him to ruin his flock—and 
his profits—and cross off another customer from his 
dealers’ accounts. But it ismighty poor feeding practice. 


Chickens are like humans. They’ve got to have the 
right fuel to make the engine go. “Shoe leather and 
sawdust” feeds may have some of the ingredients—the 
bulk—and they are cheap. But how long will a hen 
live and lay on such a combination? 


This “cheap” business is an evil of the times. No 
self respecting poultryman will knowingly feed his 
birds with a hit or miss combination of ingredients— 
and expect them to produce. No wise dealer is going 
to sell him such a “feed” and expect to have a good 
steady customer. Take the successful dealers and 
poultrymen—they figure a feed is as cheap as the re- 
sults it gives—in profits. 


That’s where good Branded Feeds come into the 
picture. When you handle a good line—you know 
your customers will get results and profits. And why? 
Because Branded Commercial Feeds are mixed in 
modern mills by men who know their business. 
These feeds contain the best of ingredients, are tested 
and scientifically blended. 


So beware of “cheap” mixtures and push good 
Branded Commercial Feeds—for your own pro- 
tection and that of your customers. Health Products 
tual interest of the J Corporation, manufacturers of CLO-TRATE, the con- 
& centrated Cod Liver Oil, Chicago, Newark, N. J., San 
AS Francisco. 


OF A SERIES 
Published in the mu- } 


| BRANDED FEEDS ARE MORE DEPENDABLE Le 
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Twenty Years of Continued Success 
With King Midas 


RIceD FLOOR IN AMER 


MINNEAPOLIS, MINNESOTA 


4 Eine yi 
yi?” 
gan © we of 4,0 ove 
a gor ane ond ‘ Wo 
give nd?” good x,0 pod? 
THE 2. x an An gace of 30 x,0 
GOLDEN TOU aS any ine of 
+ g ne given 4,0 oy J out 
4 ant ane pie of out 
avert 


